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CONCENTRATED BUYING MEANS 
DS 
SPORTING GOO EASY AND PROFITABLE SELLING 


For instance! Just the other day a hardware dealer was 





























HAMMERS in fishing rods to a prominent railroad executive. 
s soon as he saw our TRUE TEMPER rod, the buyer said, 
ATCHETS “I'll take that one! We used TRUE TEMPER forks when | 
H was a boy on the farm. If this TRUE TEMPER fishing rod 
SCYTHES is anywhere near as good, | know | couldn't do better.” 
LS This certainly was an easy and profitable sale. Thousands 
SHOVE like it are made every day by wise merchants who carry 

a full line of TRUE TEMPER products. 

ele 





KEITH BUILDING, CLEVELAND, OHIO 


EMPER PROD 
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YOUR answer fo 
the crime question 














ILCO’S “400”-THE ARISTOCRAT OF LOCKS 


SOLID BRONZE JIMMY-PROOF RIM DEADLOCK 
SAW-PROOF - RUST-PROOF - DOUBLE ROTARY BOLT 
Here is the utmost in protection at a price that is right. Superior 
protective features alone make Ilco’s No. 400 Deadlock a value of 
values for you and your customers. It has a 5-pin-tumbler, solid 
bronze cylinder, with a countersunk, wrench-proof ring. A hardened 


steel plate prevents a saw from cutting through bolts. Attractive 
two-tone finish. Polished bronze high lights, oxidized background. 


We will supply you with a mounted sample of the 400 on a miniature 
door working display FREE (charge for lock only) with your initial 


stock order. Place thatinitial ordertoday —_ | 
Mounted display for demonstrating and tell your customers you have a posi- 
the operation of the Ilco : 2 z 
400 Deadlock. tive answer to the crime question. | 
INDEPENDENT LOCK COMPANY Fitchburg, M ] 
itchburg, Mass. 
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THE MOST POPULAR 
DUCK GUN IN 
AMERICA 











SPECIFICATIONS: 


Model 11 Remington Autoloader “Standard 
Grade.’’ Chambered for 234 inch shells. Take 
down, hammerless, solid breech. 12, 16 and 20 
gauges, 5 shots. Cross bolt safety. Standard 
length barrel 28 inch; option of 26, 30 or 32 inch 
cylinder, modified or full choke. Top of receiver 
matted. American walnut pistol grip stock, and 
fore-end, both-finely checkered. Regular stock 
dimensions 14 inches long, 244 inch drop at heel. 
154% inch drop at comb. Weight, 12 gauge, about 
7% pounds; 16 gauge, about 7 pounds; 20 
gauge, about 634 pounds. 


Retail Price $53.40 including tax. 


When a group of hunters starts talking about guns 
for quail, or grouse, or pheasants, you’re apt to hear 
many different opinions of what’s best. But start 
them talking about guns for ducks and there’s very little 
argument. They’ll usually agree that the Model 11 Rem- 
ington Autoloader in 12 gauge, full choke, leads everything 
in sight. It’s by far the most popular duck gun in America. 


This situation simplifies matters for you when a customer asks 

for a gun for ducks. He may not know what he wants, but you 

are absolutely safe in telling him it’s the Autoloader. No danger 

that he will ever become dissatisfied with his purchase. He will 

have the gun that the majority of American duck-shooters has chosen 
after years of experience with all kinds of guns. 


Moreover, when you sell this gun for ducks you’ve laid the foundation 

for another sale. The man who shoots an autoloader, with its light recoil 

and fast action, is soon wedded to this type of gun. Before long he’s in the 
market for another one, or the “Sportsman” Model, in 16 or 20 gauge. 


There are no finer guns for upland shooting. And when it comes to skeet, a sport 
that grows more popular every day, either of these models in 20 gauge with a 26 
inch improved cylinder barrel is the standard gun. 


If there is duck shooting in your locality, you should stock the Remington Autoloader, 
full choke. We'll gladly send you circulars describing it fully. 


Remington, 


REMINGTON ARMS COMPANY, Ine- 


BRIDGEPORT, CONNECTICUT 
ORIGINATORS OF KLEANBORE AMMUNITION 


© 1932 R. A. Co. 
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VEREADY 


In special 





Sales-producing display racks ... the name and fame of Eveready 
... and new, low prices give you a marvelous opportunity to corner 


the flashlight market! 


EVEREADY FLASHLIGHT NO. 2639—Here is an out-and-out Eveready Flash- 
light that sells for only 39c, complete with Eveready Batteries. The same high 
standards that have made the Eveready name so well known are maintained at 
even this low price! Sturdy, all-metal case, finished in black and silver; new- 
type, efficient slide switch; cadmium (rust proof) fittings; and bull’s-eye lens. 
Quality and price! Explain to your customers how much they get for their 
money, and you'll corner the low-priced flashlight market! Order the deal dis- 
played on the opposite page from your jobber today. 


EVEREADY SPOTLIGHT LANTERN NO. 10 — This retails for only 49c, complete 
with Eveready Batteries! The lantern is no bigger than the palm of your hand. 
But its small size doesn’t affect its brightness. In fact, it’s amazingly brilliant! 
That’s because of the new-type, solid-glass bulb . . . a truly remarkable inven- 
tion. It is practically unbreakable! 

The Spotlight Lantern is finished in red enamel. 
It can be hung on a nail — set on its base — or 
carried conveniently in the pocket. Here is a steady 
ready seller at 49c! Order the deal displayed on 
the opposite page from your jobber today. 


NATIONAL CARBON COMPANY, INC. 
General Offices: New York, N. Y. 


Branches: Chicago New York San Francisco 





— — . ry Tot ol Ribbon marking on case cov- 
Eveready Spotlight Lantern No. 10 Caaf Salen Gee hl =< * Ses epee ered by registered trade-mark 


EVEREADY 22vie 
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LIGHTS 


counter displays 


EVEREADY displays are always designed 
to sell the goods. And these two are no 
exception! Put them on your counter, 
and they’ll move the merchandise faster 
than any other method. Years of design- 
ing displays . .. of testing and selecting 
ideas .. . and of studying results in the 
actual market have taught us what a per- 
fect display-piece should have. 



















SPOTLIGHT LANTE| 


TH NEW UNBREAKABLE SOLID GLASS BULB 
- oe: = EXCEPTIONALLY BRILLIANT . o « 


WITHOUT, 





“in PARCEL 


The deal on the No. 2639 Eveready consists of 24 
flashlights and 48 Eveready Flashlight Batteries. 


Cost to you. .. . . . $6.48 
ee 
YOUR PROFIT ... . . $2.88 


The deal on the No. 10 Spotlight Lantern consists of 
six lights and twelve Eveready Flashlight Batteries. 


Cost to you . .«..- .- « $1.92 
SI cc cs oe ee “ORS 
YOUR PROFIT . .. . . $1.02 


EVEREADY FLASHLIGHT NO. 2639 AND EVEREADY SPOTLIGHT LANTERN NO. 10 ARE 
BEING ADVERTISED IN NATIONAL MAGAZINES DURING SEPTEMBER AND OCTOBER 
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MOKE SCREEN 


HIDING QUALITY 
HAS BEEN LIFTED 


an Veneer of Ballyhooing everything but 
quality has been wiped clean in 1932. The 
buyers’ attitude of Barter and Trade—of assur- 
ing “value” for every hard earned dollar has 
caused a change in modern merchandising 
methods. 
Smart merchants know that to keep the good- 
will of their trade they must earn a reputa- 
tion for quality at a price. Hard-headed elec- 
tricians, carpenters, plumbers and other 
tradesmen know value in tools. They know 
that Irwin Auger Bits are quality all 
And so, as a means of meeting this new buyers’ 
attitude, we offer the Irwin Electric Drill 
Auger Bit Set pictured to the left. Shop Set 
No. S72RCB 13 Bits 4’ to 1” held by tem- 
pered clip on a wood panel—a set no electric 
drillownershouldbe nen retail at $8.20. 
They are the best light duty drill bits for bor- 
ing hardwoods both side and grain. 
For popular Single Electrician Bit Sales the 
Speedbor No. 3E length overall 10’and length 
of twist 6’ designed for heavy dut ty 
service and the Electrician’s 18” 
car bit No. 35T for use where a long 
hole is needed are recommended. ’ 
/ Display Irwin Auger Bits and watch ; 
your bit turnover. 


IRWIN 


WOOD BORING TOOLS 
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THE IRWIN AUGER BIT COMPANY 


WILMINGTON, OHIO 


Sole Manufacturers of the Genuine Irwin Bit Since 1885 
Offices IN PRINCIPAL Cis £S THROUGHOUT Oe ae 3 WORLD 
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A new YALE 


PIN ‘TUMBLER PADLOCK 


to retail at 5 Or 






YALE ; 
PADLOCK ERE IS one of the most remarkable padlock 
No. 627 values ever offered—built to meet the demand 


for Yale pin tumbler security at a moderate price. 


This new padlock is of die-cast metal, made to a 
special Yale formula; one and one-half inch case 
attractively finished in battleship gray; has four pin 


tumblers; shackle is of hardened steel, cadmium plated; locks both heel and toe. 


Packed in quantities of six in attractive display cartons, each lock individually 
boxed. Get your order in early! 
Remember that Yale Padlocks are made to retail at from 10 cents to ten dollars— 


for every use, from merely keeping out the curious, to providing maximum secur- 
ity. Hardware merchants know that it pays to feature fine quality Yale Padlocks. 


YALE Jimmy-resisting DEADLOCK 
- . . a profitable item to feature 


Display this lock and show it to your customers. 
It is its own best salesman, so obvious is the pro- 
tection it affords. People like the idea of being 
able to actually see the bolts slide into place. They 
know then that the door is really locked; they also 
are impressed with the fact the powerful steel 


bolts cannot be jimmied or sawed. 
Include a mounted sample in your order. 


THE YALE & TOWNE MFG. CO. YALE Jimmy-resisting DEADLOCK 


STAMFORD, CONN. - - U.S. A. No. 197—Bronze Finish No. 198—Chromium Finish 
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IVE DECIDED TO LET FENCE 
ADD PRODUCTIVE ACRES..AND SOLVE 
MY FARM PROBLEM. 


WILL YOU GIVE ME 
YOUR IDEAS AND 
COOPERATE WITH MEIN 


GETTING UNDER WAY..? 





ai 
| am not asking this as a favor—rather, I'm suggesting it my crops and stock to better advantage—hog down’ 
because your store and my farm are necessary to each other. corn and surplus wheat crops—market hogs easier at top 


“| need the tools and merchandise you make it conven- prices—and effect real economy in general operation. 


ient for me to secure—and you, in turn, welcome the “If | can accomplish these things—then, when demand 

dollars | have to spend—and the profits my purchasing and prices swing upward, | will be prepared to profit in a 

power makes possible. bigger way than ever before. I'm starting out by placing 

“Prosperous farming is, therefore, our mutual gain—and fence lines where they will do the most good. And— a 
after I've stretched them up—show me a if 


that's why I'm asking your cooperation. 


“Right now—l'm concerned with making 
my present acreage more productive. I've 
learned —through farm papers, special 
bulletins and observation—that in any your ideas and suggestions. | am your 
program of farm improvement good fen- — g.-ause of their known quality, Amer  "eighbor—and the next time you see 


cing is essential. I'm convinced, that by an ,Ster!_© Wire, Company Zine me—tet's talk this matter over. Please 


+ Poultry Netting, Steel Gates, Barbed 4 od 
properly fencing my fields, | can rotate — fyrzliry, Neng. Steel Gates, Borbed don’t forget. 
are more easily sold—more profitably 
merchandised. 


AMERICAN STEEL & WIRE COMPANY 


208 South La Salle Street, Chicago us And All Principal Cities 
Pacific Coast Distributors: Columbia Steel Company, Russ Bldg., San Francisco 
Export Distributors: United States Steel Products Company, New York 


rod of land | won't get the most out of. 


“In other words—I'm going to make 
my own prosperity—and I'll welcome 
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The biggest NEWS | 


in the Paint Industry since November 7, 1907 


gees 7, 1907, Valspar astonished the world 
with the now-famous Boiling Water Test— 
212°... proved Valspar “The Varnish that Won't 
Turn White.” 

Twenty-five years later, Super-Valspar sets another 
new quality standard... A test twice as severe 
proves Super-Valspar twice as durable . . . Boiling 
Oil at 403° has no effect whatever on Super-Valspar. 
And twice as durable means twice as saleable. 
What makes it possible? The new Valenite Process 
... Result of many years’ research . . . Exclusive 
with Valentine & Company ... And to match its new 
product, a new 5-point Sales Plan ...see next page. 













VALSPAR ANNOUNCES 
NEW 5S-POINT 


SALES PLAN 


New, outstanding, Quality Product... Super Valspar. Amaz- 
ingly dramatic test... Boiling Oil at 403°. And for progres- 
sive dealers who believe the time for action is here—a 
new up-to-the-minute 5-point Sales Plan to help you sell. 





10 


1 Makes it possible for Valspar Dealers to 
increase profits on greatly reduced inventory. 


2 Doubles and trebles the effectiveness and 
selling power of store helps for dealers. 


3 Offers dealers the strongest window dis- 
play service in the industry. 


4 Offers remarkable new campaign—dis- 
tinctive and practical aids for every dealer’s 
salesman. ; 








5 And finally— modernized Financial Plan to 
enable Valspar dealers to meet present con- 
ditions. - 





The Valspar Salesman will give you full de- 
tails. Super-Valspar meets the challenge of 
depressed conditions with an intensified effort 
to help you make bigger profits—in the sincere 
belief that the paint industry has turned the 
corner ... that a brighter future lies just 
ahead. Valentine & Company, Makers of 
Valspar Finishes, 386 Fourth Avenue, New 
York City. 
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Union Hardware Roller Skates 


Appeal to Children of All Ages 


There’s real child appeal in every pair of 
these Nationally known Roller Skates. The 
very attractiveness of their design and finish 
wins the attention and admiration of children 
of all ages. 


And what construction—the finest ball-bear- 
ings, trucks that oscillate on best rubber 
cushions, straps of sturdy, durable grain 
leather, quick, easy adjustment to fit differ- 
ent size shoes and such easy propulsion that 
children derive the greatest enjoyment from 
their Union Hardware Roller Skates. 


The Union Hardware Line was popular more 
than seventy years ago—it is more popular 
than ever today. Wherever roller skating is 
indulged in you will find Union Hardware 
Ball Bearing Roller Skates in the majority. 


We intend to keep Union Hardware Roller 
Skates in the lead by always keeping their 
quality up to their usual high standard. 
There’s real profit and satisfaction in selling 
these skates that children as well as adults 
ask for by name. How’s your stock? 


All Jobbers Handle Union Hardware Roller Skates 


TORRINGTON, CONN. 


Reg. U. S. Pat. Off. 


N. Y. Office: 151 Chambers St. 
Established 1854 















No. 5 
No. 6 
‘ For Boys 
For Girls and Girls 
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ou 
cant get 
TOL ESONT. Quality a! 
unless 
you get 


NICHOLSON FILES” 


The sales manager for a certain hard- Nicholson Files are the finest of all 

ware house had called on the purchas- brands. Every one is rigidly tested. 

ing agent of a large industrial plant to _Its quality reflects the experience and 

sell an order of files. facilities of the world’s largest file 
manufacturer. 


The purchasing agent said to give him 

Nicholson Files or their equivalent. When making your purchases for 
The salesman wasno“yesman”andhe fall and winter business remember 
had the courage of his convictions. that you can’t sell Nicholson Qual- 
Bluntly he said to his customer Kesey ity unless you sell Nicholson Files. 
“You can’t get Nicholson Quality rey 

unless you get Nicholson Files. AT YOUR JOBBER’S 


NICHOLSON FILE COMPANY 


Providence, R.1.,U. S.A. 


“SS Baa eem- =: #£vEaMmeK= 
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IVE QUALITY TRAINS 
VLD BEOW COMPETITIVE PRICES 


\ No. 1593 — Complete 
Mechanical Outfits | Mechanical Railroad 
$1.25 to $5.00 






as illustrated 


$950 











4 Yankee Electric Sets 


Complete with Transformer: No. 1800—This Electric Passenger Outfit is a remarkable value that will meet immediate and 
in Power House. Priced from enthusiastic acceptance. Finished in attractive blue and orange, it consists of handsome electric 
type Locomotive, 2 Pullman Cars, Curved Track, “Lockon” and Transformer Power Station. 


$325 to $450 Train is 20 inches long. Price $3.25 
IVES QUALITY ELECTRIC TRAINS IN “O” and STANDARD GAUGE 


NY ST 






No. 1611—An exceptionally powerful and sturdy “O” gauge Electric type Passenger Train Outfit packed in famous Ives 
Tunnel Box that serves as an additional accessory. Outfit consists of realistic electric type Locomotive with electric headlight, 
two 8-wheel Pullman Cars, Observation Car, 8 section OC Curved Track, 2 sections of OS Straight Track and OTC 


“Lockon”. The entire train is finished in cardinal red with brown roofs and trimmed in yellow and brass. Train is 36 inches 
long. Price $5.95. Six other interesting “O” gauge trains from $5.95 to $17.50 






tures every Boy’s heart on sight—Standard Gauge Freight Outfit. Consists of sturdily built steam type Locomotive 
“loaded” with lumber, Gondola Car, illuminated Caboose, 8 section 


with electric 
“C” Curved Track, 4 sections “S” Straight Track, STC “Lockon”. Trainis 62 incheslong, enameledinbrightcolors. Price $27.50 


No. 1732—Ca 
Seadiiahe and hand reverse, Tender, Lumber Car, 


Line consists of eight Standard gauge outfits from $15.00 to $40.00 
Send for complete 1932 colored catalog showing full line of trains and accessories 
Write for our interesting Dealer Proposition 


THE IVES CORPORATION 


Sales Headquarters: 200 Fifth Avenue, New York Factory and Service Division: Sager Place, Irvington, N. J. 
WESTERN REPRESENTATIVE: Sidebottom & McClellan, 717 Market Street, San Francisco, Calif. * SOUTHERN REPRESENTATIVE: 
F. A. Jones, Rhodes Haverty Building, Atlanta, Georgia * CANADIAN REPRESENTATIVE: Harold F. Ritchie, Ltd., 10 McCaul Street, Toronto, Canada 
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Coming!!! September 29 


The Catalog and Directory Number of HARDWARE 
AGE. Successor to the HARDWARE AGE Catalog, 
“The Green Book,” which has been the “ nusndhley ” of 
hardware buyers for years. @ The Merchandise Direc- 
tory Section (over 300 pages) will enable you to 
locate readily the maker of practically any item of 
merchandise in which you may be interested. @ In 
the Catalog Section over 150 manufacturers present 
their condensed catalogs with detailed information on 
their various products, representing almost every 
kind of merchandise sold in the hardware trade. 
@ A handy, convenient, itidinaniing compilation of 


buying information for buyers of hardware. 


@ Watch for your copy. {[f'’s Coming ? 4 
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LABELS! 


Labels Now Die Pressed Into the Wood 


(PATENT PENDING) 








utilated that reach the Dealer with labels off or torn 
labels = make an attractive display? 


: hod of With this in mind and also because of 
our pride in the finish and appearance of our 

Instead of a printed label pasted 50 the shovels, we were prompted to tackle this 
handle, the Brand name is now die pressed age old problem of Shoveldom with the 
in colors into the wood by means of steal -, result — another A B W development we are 


labels—no more shovels‘ 
missing—for the new ABW 
marking has solved this problem. 


dies and a special process. ‘a Sure you will like. 





This new marking ‘can’t come off or be- © . And by the way, we have reduced the 
come mutilated— it is as permanent as the price) a burlapping om 608 to 25¢ 
handle itself. Unique and attractive, it adds 


to the appearance and finish of the shovel. ‘ a, , inst damage to the finish 
Display is a big factor in successful i sit. GS specify full bur- 
Dealer Merchandising — but how can shovels 










NES 
ASK YOUR 


LEADING ABW BRAN 





O. AMES ABW 

RED EDGE BRONCO 

MONONGAH PONY 

KNOX-ALL HUSKY 

' PACEMAKER GOLD BUG a 

NOTE: This special mark- HUBBARD SOCKET SHANK Rees Sa 
ing available for Jobbers’ 
brands—write for details. 





: AMES BALDWIN WYOMING SHOVEL Co. 
PARKERSBURG, W. VA. 


THERE ARE MORE ABW SHOVELS SOLD THAN ANY OTHER MAKE 
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Chicago 
Boston 


PLYMOUTHI 


SHIP BRAND MANILA ROPE 


(Presenting 


‘THE STORY OF ROPE 







SALES BRANCHES 
New York Baltimore 


New Orleans 
Fort Worth 





7 10 Talking Pictures 





“ 
Tuere is a wealth of romance in the story of rope. It enters 


f closely into the affairs of everyday life. It touches the widest 
Y range of human activity...” 


This quotation from the new three-reel talking picture, “The Story 
of Rope,” gives an indication of the manner in which it has been pre- 
pared. It is intensely human — real — absorbingly interesting. You see 
“shots” of rodeo competitions; the America’s cup defender in action; 
deep-sea diving; circus scenes; mountain climbing; oil-well drilling — and 
many other novel and little-known phases of the universal need of rope. 
And, too, there are fiber plantation scenes in the Philippines and Mexico, 
and views of many interesting manufacturing processes, taken in the 
mills at North Plymouth, Mass. 


“The Story of Rope” has been prepared with much care and thought to 
present the facts about Plymouth Rope in such a way as to increase 
your rope sales. Able and experienced merchandising men planned the 
scenario and directed the “shooting” and editing. Arrangements may be 
made, without charge, to show this new talking picture (which runs 
about thirty minutes in length) at jobbers’ and merchants’ hardware as- 
sociation meetings, at conventions and exhibitions, and before consumer 
groups in civic organizations. Use this new sales-help. Make your plans 
now for a definite date. Write to your jobber, or direct to us at: 


PLYMOUTH CORDAGE COMPANY 
North Plymouth, Mass., and Welland, Canada 





The Rope You Can Trust 
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BUILDING QUALITY 
INTO RIVETS ---- 


FINER materials, more exacting workman- 
ship, greater skill in fabrication make a 
superior product. That's why our Tubular 
and Split Rivets are better than average. You 
can sell them in the knowledge that their 
driving and setting qualities are correct, that 
they will do efficiently the job they are sup- 
posed to do, and bring your customers back 
for more. 


TUBULAR RIVET 
& STUD COMPANY 


Boston- 












The largest factory in 
the world devoted to 
ceanassnavt vt oso uuitiy +s i §6the manufacture of 
‘Ei iE ees = Tubular and Split 
’ Rivets. 
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MORE CLEANING POWER PER DOLLAR 


Dirt-removing tests conducted scien- 
tifically by impartial experts give the 
new ‘Silver Special’? indisputable 
leadership in efficiency. The bars be- 
low represent grams of dirt removed 
from a rug by the “‘Silver Special” and 
other cleaners during equal periods of 
time. Note the vastly higher prices of 
cleaners which rate far below the 
“Silver Special”’ in these tests. 


WESTINGHOUSE SILVER SPECIAL 
WAS 98.9% EFFICIENT $29.95 


CLEANER WO. 1 
WAS 90.1% EFFICIENT 


CLEANER WO. 2 
WAS 78.7% EFFICIENT 


CLEANER NO. 3 
WAS 67.8% EFFICIENT 


CLEAWER NO. 4 
WAS 
50.7% EFFICIENT 


ERE’S another smashing, sales-inak- 

ing news item from electrical appli- 

ance headquarters! A fresh opportunity 

for dealers everywhere! Westinghouse now 

offers the brand-new, sensationally im- 

proved ‘‘Silver Special’’ Stationary Brush 

Cleaner ...at the unbelievably low retail 
price of only $29.95! 

Think of it! Here is a cleaner with new 
eye appeal, a striking new blue-and-silver 
color combination! A cleaner that ,has 
swept the field in competitive tests of suc- 
tion power... that is lighter and easier to 
use... yet brings Westinghouse quality 
actually into the low-price range! 

With this new addition, Westinghouse 
rounds out a line of Vacuum Cleaners that 


has seen a 1400‘, sales increase during the 
past two years. The powerful motor-driven 
brush cleaner offers heavy-duty efficiency 
at lowest cost. The light, perfectly-bal- 
anced Hand-Vac attracts buyers through 
its unique Moldarta construction. And 
the Duster-Cleaner continues to be a sales 
sensation, providing the most versatile 
cleaning ability in history, coupled with 
feather-light weight and amazing power. 

Tie up to ‘‘The Line of Least 
Resistance” for easier sales and bigger 
profits! Our special Fall proposition will 
open your eyes to the opportunities 
with Westinghouse. Write, wire or mail 
the coupon below for complete advance 
information. 


Westinghouse 


CLEANER 


MAIL THIS COUPON 


Westinghouse Electric & Manufacturing Company 
Merchandising Department, Mansfield, Ohio \H4-y-1-32 


Yes, we want the facts on sales opportunities with 
Westinghouse Vacuum Cleaners. 





STINGHOUSE 








WASHERS THAT ARE A WHOLE 
LAUNDRY IN THEMSELVES! 


Business is good with Westinghouse home laundry equip- 
ment dealers. It’s true that there was never a better time 
to sell washers and ironers. But that’s not all. Purchasers 
get so much more when they buy Westinghouse. The new, 


popularly-priced spinner model with its solid, one-piece 





vitreous porcelain tub and spinner basket, not only washes, 
but blues, rinses, starches, damp-dries. Offers a new 
standard of dollar-for-dollar value. Furnished with or 
without water discharge pump. Beautiful, dependable, 


service-free. Long-life Westinghouse motors, of course. 


Westinghouse wringer models offer many ex- 
elusive features at remarkably low cost. Fur- 


nished with water discharge pump if desired. 


AN “‘ALL-PURPOSE’’ IRONER 
that women everywhere have been waiting for 


Utterly new, different and easier to use. The Westing- 
house ironer combines no less than seven special patented 
features that make it possible to iron everything from 
sheets to shirts easily and in record time. Completely 
automatic. Beautiful design and finish, no exposed 
mechanism. Floor-ty pe model equipped with easy rolling 
ball-bearing casters, to permit comfortable ironing in 
any cool, pleasant room in the house. 


ita) (NERY THING TO HELP YOU SELL THEM 


Complete sales plan ready with all necessary literature, 
displays and other selling helps. National and local 
advertising. Ask your Westinghouse jobber to show you 
the big new 1932 portfolio or mail the coupon below 
for complete details on amazing profit opportunities. 


Portable model similar to floor type, 
except without legs. Light, compact, easy 
to use anywhere. 
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VOLUNTARY CHAINS 


De Retail Hardware Merchants ‘ood «(hatin io in 
stot That They Use Modern Display Methods and 
Visible Pricing? De They Need « Chain to Make 





tise and Make Frequent Cood Window Displays? 
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says:— 


Secretary Ace Hardware Corp., Chicago 


VoLuNTARY CHarIns— 
We DO Need Them 


AVING operated two retail 
stores for the past five years 
as units of an organization 

that has recently acquired the name 
“Voluntary Chain” I would say that 
the term was a misnomer. 

operated this business for many years 
previously as an individual I was 


thoroughly familiar with such oper- 
ation. 


I believe that Woolworth, Grant, 


Kresge, Penney and others are, in the 
full interpretation of the words, Vol- 
untary Chains. They were organized 
for the purpose of operating what 
has become known’ as. Chain Stores 
and interested capital and personnel 


Having 


on that basis. 


chain. 


at the present time to stay in busi- 

ness to preserve their accumulations 
and organizations in spite of eco- 
nomic conditions, but their acceptance 
of the plan, as well as the acceptance 

of any similar plan by other indi- 
vidual merchants, which has come to 


contact with a group of individuals 
working collectively that would war- 
rant such a designation. The organ- 
ization to which I belong could very 
properly be called a compulsory 
Certainly its members arz 
seeking returns on investment, and 


I have never come in 


C. J. WHIPePLe 


President, Hibbard, 
Spencer, Bartlett & Co. 
Chicago wholesalers, 
gave his views in 


Hard- 
ware Age for June 21. 


my attention, could never be termed 
voluntary. There has been only one 
incentive—self-preservation. 

In the grocery field as well as the 
drug, the necessity for collective op- 
eration came some time back, and as 
a result we have in these two lines of 
business, some outstanding examples 

of what constructive collective effort 
can accomplish. However, person- 
ally I do not believe that really suc- 
cessful chain store operation, in the 
full sense of the word, can come in 


the hardware field. 


I believe that 


such items as could come under a 
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hardware classification have already 
been exploited by Chain Stores, Mail 
Order Houses and other outlets, and 
that what is left does not lend itself 
to this type of operation because of 
a lack of the possibility of elimina- 
tion, standardization and quick turn- 
over, which is the basis of chain store 
operation. In fact, I believe that the 
hardware store of the future must 
add lines, become more general 
sources of supply, and his source of 
supply adapt itself to furnishing his 
needs so that this can be done profit- 
ably. But necessity today is surely 
and inexorably forcing a change in- 
sofar as the retail hardware business 
and merchants are concerned, by the 
encroachment of others on even the 
slower moving and more technical 
items in his stock, and if the time is 
not here when he must take cogni- 
zance of it, and I am thoroughly con- 
vinced that it is, it is but so short 
a step away that he is involuntarily 
thinking about his solution or disso- 
lution. 

Much has been said by individua!s 
actively engaged 1n the hardware bus- 
iness either as a manufacturer or 
wholesaler about the need of VOLUN- 
TARY CHAIN operation and its ulti- 
mate chances of success. Little, how- 
ever, has been said by anyone ac- 
tually engaged in such an organiza- 
tion as a dealer or wholesaler and 
their reasons for changing to this type 
of operation and their experience 
after doing so. 

From the standpoint of need fo: 
Voluntary Chains, I believe there 


** , ... distribution has not been confined to legitimate 
or ethical channels, and the result is a desperate battle for 
self-preservation on the part of the manufacturer, whole- 
saler and retailer. The retailer being the last link and the 
smallest, unquestionably has the least chance of contribut- 
ing to this condition or preventing it.” 

“Voluntary Chain is a misnomer ... . it is decidedly a 
Compulsory Chain. .... First and foremost my stores have 
acquired executive control and operation—a boss if you 
care to put it that way—the lack of which makes most in- 
dependent merchants anything but independent.” 


—E. G. Lindquist. 





have been many contributing causes, 
the most outstanding being unethical 
distribution. This practice has grown 
out of proportion to the amount of 
business to be had, especially in the 
larger cities and surrounding com- 
munities. I shail not try to place 
the responsibility on any one, but the 
fact remains that distribution has not 
been confined to Icgitimate or ethical 
channels, and the result is a desperate 
battle for self-preservation on the 
part of the manufacturer, wholesale: 
and retailer. The retailer being the 
last link and the smallest, unquestion- 
ably has the least chance of contrib- 
uting to this condition or preventing 
it. My own thought on the subject 
has always been that if manufacturer 
to wholesaler or jobber to retailer to 
consumer is the proper method of 
distribution, and J think it is, then it 
must be so if the consumer wants one 
pound of nails or a carload, or one 





stores. 
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This author successfully operates two re- 
tail hardware stores. He was one of the 
organizers of the Ace Hardware Corp., 
which is a dealer-owned wholesale busi- 
ness operating in Chicago. 
called Voluntary Chain started with a 
dozen stores in Chicago, grew to 27 
stores in the Chicago metropolitan area 
and has recently added 8 Milwaukee 
In presenting these opinions to 
the trade, Mr. Lindquist comments that 
although much has been said about Vol- 
untary Chains in the Hardware Business, 
very little has been said by those actually 
engaged in such an organization. We 
are therefore glad to present the views 
of this retailer, as HARDWARE AGE in- 


vites an open forum on this subject. 


This so- 


gallon of paint or a hundred gallons. 
But the minute a quantity of any- 
thing in the hardware line exceeds an 
amount based wholly on conjecture, 
just a little more than a man or 
woman can comfortably carry, I 
guess, it becomes a wholesale quantity 
and the wholesaler or jobber goes 
after it and eliminates the retailer; 
and again when the quantity exceeds 
what some manufacturer thinks the 
wholesaler or jobber should handle, 
based also wholly on conjecture, not 
on ability to serve economically or 
well, he jumps in and eliminates the 
wholesaler and so on until the manu- 
facturers are eliminating each other. 

Unquestionably this is a hard thing 
to control, but during the good old 
days when business was plentiful, 
little cognizance was taken of it and 
less effort to stop it. Today when 
the demand has fallen off and every- 
body has to get all they can to sur- 
vive, the practice has become more 
pernicious. Long ago this assumed 
such proportions in my experience 
and some other dealers that we took 
steps to eliminate some of this type 
of competition by performing func- 
tions that had not been within the 
control of thé retailer, and which is 
looked upon by certain individuals 
and firms as rank heresy. But we 
had no choice; we found that we 
were becoming little around-the-cor- 
ner hardware stores, with capital in- 
vested and facilities for doing a big 
business, but this big business which 
had consisted of the needs of our 
local factories, institutions, contrac- 
tors and other volume buyers was 
supplied by someone outside of our 
communities, many times not by 
legitimate and ethical wholesalers and 
jobbers, but they also contributed to 
the condition many times, leaving 
not enough to warrant the establish- 
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ments or personnel we had built up 


to take care of it, nor the ability to 
pay returns on our investments. 
Through collective effort we have 
been enabled to meet this condition 
and while the organization which re- 
sulted is termed a Voluntary Chain, 
it is decidedly a Compulsory Chain. 

The old axiom that “two heads are 
better than one” applies in any form 
of endeavor and if multiplied results 
in correspondingly greater advan- 
tages, and I have been conclusively 
convinced that collective effort by re- 
tailers in every branch of their busi- 
ness is superior to individual effort, 
and how could it be otherwise? | 
have also been convinced through 
actual experience that more can be 
done for retail hardware men collec. 
tively by the collective efforts of re- 
tail hardware men than by any other 
method. When these efforts are ani- 
mated by the proper motives which: 
debar selfishness, greed, personal ag- 
grandizement and ambition and are 
enhanced by investment and _indi- 
vidual responsibility, there can be 
but one result and that good. Instead 
of utilizing the splendid material we 
have within our own ranks, men thor- 
oughly conversant with every need, 
we have been seeking help from out- 
side agencies, all of which are en- 
gaged in the same battle insofar as 
their particular branch of the indus- 
try is concerned, namely existence. 

Now as to the advantages that have 
accrued from this form of operation; 
they are so manifold that neither time 
nor space would permit a detailed dis- 
cussion of them. I will set forth a 
few to justify the steps that have been 
taken by myself and other retailers. 

First and foremost my stores have 
acquired executive control and opera- 
tion—a boss if you care to put it 
that way—the lack of which makes 
most independent merchants anything 
but independent; and right here let 
me say that the name independent 
merchant is inadvisably used by any- 
one who stops to consider. Is any 
individual or group of individuals in- 
dependent? It is this belief in inde- 
pendence which has helped to place 
us in bondage, because we have failed 
to enjoy the fruit of co-operation. 
faith and confidence in our fellow 
merchant. 

Through efficient operation, no 
credit losses, no return goods, a min- 
imum of stock duplication, ample fi- 
nances and facilities, operation of a 


26 


jobbing division on less than one- 
third of what is the general and ac- 
cepted average cost, making the cost 
of my goods compare favorably with 
that of competitive outlets, chain 
stores, mail order houses and depart- 
ment stores. 

I devote all my time to selling, 
whereas I| used to devote half of my 
time to the buying requirements of 
my two stores. 

I enjoy the benefits of an efficient 
advertising service at one-fifth of what 
it would cost me as an individual, 
were it possible to do a comparable 
job of composition and of acquiring 
needed merchandise. My contribu- 
tion toward this service is to sig- 
nify what I desire to sell; the adver- 
tising agency does the rest in con- 
junction with the purchasing depart- 
ment. This advantage is entirely pro- 
hibitive from the standpoint of an 
individual. 

An up-to-date, modern price ser- 
vice, the cost of which is entirely be 
yond the individual merchant. 

Uniform accounting under CPA 
supervision, prohibitive in cost as an 
individual. I get a balance sheet and 
profit and loss statement each month, 
together with comparative data as 
regards expense and sales of every 
other unit in the organization. As 
comprehensive information as is pos- 
sible by any chain or mail order out- 
let. I KNOW the result of operation. 

I have one account payable in- 
stead of a hundred. I send two 
checks a month instead of a hundred 
as was my individual experience. My 
bookkeeping expense is automatically 
cut in two. 

Through semi-monthly meetings | 
have the advantage of the interchange 


of ideas used profitably by every 
other member of the organization. 
Practical and demonstrably correct. 

I retain and enjoy the possibilities 
of enlarging my volume through my 
ability to meet so-called wholesale 
prices to factories, institutions, con- 
tractors and others in my community, 
and I am not in competition with what 
might be my source of supply as an 
individual. 

I have enlarged the variety of my 
stock and decreased my stock invest- 
ment by my ability to acquire goods 
in desired quantities at prices com- 
parable with what the chains and 
mail order houses pay. For the same 
reason my turnover has increased 
making operation more profitable. 

The above are some of the essen- 
tial benefits to be derived through 
Voluntary Chains. They are essen- 
tial for the merchant who expects to 
perpetuate himself in the hardware 
business. Time and space allowable 
innumerable more could be cited. 

I would be afraid to apply meth- 
ods I considered adequate for the suc- 
cessful operation of my two retail 
stores, five years ago. When the 
present economic stress is over, the 
survivors will be those who have 
been able to discard the conventional 
and time honored methods with their 
limitations, for the progressive appli- 
cation of new ideas which have 
proven adaptable. The structure they 
build must of necessity be on a foun- 
dation of sound economic laws and 
principles or it cannot stand. My 
confidence in the present and the 
future is based on the constructive 
collective effort of retail hardware 
men, not my individual efforts or 
those of any other agency. 








GOVERNMENT COMPETITION 
WITH RETAILERS 


Not only does the government compete with retailers, 
selling millions of dollars’ worth of merchandise 
through Army and Navy stores, manned by public em- 
ployees whose salaries are paid in part by retailers 
through taxation, but also in the Revenue Act of 1932. 
A clause in the Sporting Goods tax almost necessitates 
schools and other large buyers of sport goods for public 
institutions to deal direct with the manufacturer. Read 
“Just Among Ourselves’? next page this issue. 
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Bust Among Ourselves 


by CHARLES J. HEALE 
Editor, Hardware Age 


F a school board buys sporting 

goods equipment direct from the 
manufacturer, the purchase may be 
handled tax free. If the same school 
board gives the business to the near- 
est hardware dealer the merchandise 
is subject to tax. Competition direct 
from the manufacturer of sporting 
goods for the larger orders from pub- 
lic institutions has always been suffi- 
ciently keen and unfair to the local 
dealer. The situation needs no help 
from Uncle Sam. Here is just one 
more discriminatory feature in the 
Revenue Act of 1932. 

The particular clause in the Reve- 
nue Act which deals with this situ- 
ation does restrict the tax exemption 
to sporting goods sold “to institutions 
wholly supported through taxes by 
States, municipalities, etc., and used 
for strictly governmental functions.” 
(Federal institutions are - not so 
favored.) Just what “strictly govern- 
mental functions” may be interpreted 
to cover, is anyone’s guess. If you at- 
tempt it, be sure to take in a lot of 
territory, for that is the way these 
things work. This unfair tax exemp- 
tion practically puts the dealer out of 
the running for any school, hospital 
or jail business and hands over this 
volume market to the manufacturer 
for direct selling. It gives the latter 
a Government approved alibi for 
taking this business direct. 


cas Ti tascs 


It is hardly likely that the Revenue 
Act of 1932 will last long when Con- 
gress meets again near the end of the 
year. The many unfair discriminatory 
features of the emergency tax meas- 
ures should by that time, swing many 
of us into line for a general manu- 
facturers sales tax of small amount 
to be paid at the source, and without 
exemptions. We all concede that the 
tax money must be raised, that 
government expenses are too high and 
that all forms of taxation are ob- 
jectionable. There never was a popu- 
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lar tax and never will be. The best 
we can hope for is a tax plan which 
does not penalize a handful of indus- 
tries as do the current “nuisance 
taxes.” 


a) | 


NOTHER unfair burden on re- 
tailers is the gigantic scale on 
which the Government competes with 
legitimate merchants in the sale of 
anything from a carpet tack to an 
automobile. This is done very largely 
through army posts and navy yards 
where stores are maintained. A recent 
investigation of retail sales in the 
Norfolk Navy Yard stores at Ports- 
mouth, Va., discloses annual sales 
from $5,000,000 to $6,000,000, which 
investigators say are actually “taken 
from local merchants.” Multiply 
this volume by the number of such 
government operated service stores 
and the gross sales would stagger even 
a government budget committee, ac- 
customed to large figures dealing with 
other people’s money. Also the men 
who operate these stores are army or 
navy men paid out of the very taxes 
retail merchants have to pay for 
“national defense.” This particular 
part of the tax money should be 
charged as “national offense.” 

Says a paint manufacturers asso- 
ciation bulletin; “The committee 
(Special House of Representatives 
Committee formed for investigation) 
has already received complaints from 
artificial limb shops, coal dealers, 
coffee roasters, dairies, druggists, 
laundries, dry-cleaning plants, restau- 
rants, tailors and countless others. 
Robert C. Boggess, your association 
observer at a recent New York con- 
ference on this subject, reports that 
witnesses testified (1) that the 
Government sells paints and varnishes 
through Government and Army stores, 
not only to Government employees 
but to all who want to buy, and (2) 
that the Navy Department alone 
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manufactured over one million gal- 
lons of paint last year.” 

The National Association of Manu- 
facturers met in New York City on 
Aug. 4. Resolutions were passed on 
the competition of the Government 
with legitimate business. They are 
direct, very much to the point. Com- 
ing from such a recognized factor in 
our national life some attention will 
likely be paid to these complaints. 
The resolutions which might very 
properly receive hearty and wide 
spread approval from wholesalers 
and retailers follow: 

“1. The Government ought not to 
engage either directly or through sub- 
sidies in the manufacture or produc- 
tion or purchases of commodities or 
services for resale in competition with 
private industries; 2. It ought to pro- 
cure commodities and services for all 
its uses from the commercial and in- 
dustrial world; 3. The Navy Yards 
are éstablished to maintain the armed 
fleets of the United States and are 
justified only while fulfilling that 
function. The Federal arsenals are 
equipped to produce war materials 
not generally produced commercially. 
They should not be employed to pro- 
duce commercial or military articles 
manufactured by or obtainable in 
quantity from private industry; 4. 
Government departments, continuing 
to engage in any act of production 
or service, should be required to 
establish and maintain a standard 
system of accounting containing those 
elements ordinarily recognized in all 
similar conditions of private oper- 
ation; 5. Other things equal, the 
Government should give preference in 
purchasing of commodities and ser- 
vices to domestic producers.” 
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BOUT two years ago the 
A Vonnegut Hardware Com- 
pany of Indianapolis def- 
initely adopted the policy of 
branch store operation. Some of 
its officials had been studying 
the problem for years, and had 
advocated branches as the best 
means of expansion. The first 
branch was opened about a year 
and a half ago; the second six 
months later, and the third last 
fall. 

The conditions which led to 
this action are those facing every 
large downtown store in the 
larger cities. The development 
of community retail centers, 
with the establishment of small 
stores in each; the general move- 
ment of population toward the 
suburbs, and the traffic conges- 
tion in the downtown district, re- 
sulting in inability of shoppers 
to park near the large stores, 
have been characteristic in all 
population centers for the last 
twenty years. 

“Competition outside the 
downtown retail area has more 
than doubled in a little more 
than a decade,” said Ralph Von- 
negut, sales promotion manager 
of the company. “Twelve years 
ago 35 hardware stores located 
outside the downtown district 
were listed in the Indianapolis 
telephone directory. The direc- 
tory I am using now lists 78 such 
stores. 

“With the development of 
community retail centers, and 
the congestion downtown, people 
who live some distance out have 


grown more and more in the 
habit of buying the household 
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Vonnegut’s Main Store, Indianapolis, Ind. 


If You Are Thinking of Opening 


Braneh Stores 


Read the experiences of this 
Indianapolis hardware firm. 
They may help you decide things 


needs in these centers. The 
householder who wants a pint of 
paint or a pound of nails goes to 
the nearest corner for it; he 
doesn’t want to fight downtown 
traffic for it, and he doesn’t want 
to be bothered carrying it home. 
So we decided to take our busi- 
ness to our customers.” 

The reason why a_ branch 
hardware store should be in a 
community of homes, not of 
apartments, is because the apart- 
ment dweller buys few of the 
items carried by hardware stores. 
A grocery or a drug store may 
do quite as well in an apartment 
house district as in one composed 
largely of homes, because the 


apartment dweller has to have 
food and drugs, just as the oc- 
cupant of a separate house. But 
the tenant of an apartment won’t 
buy a dime’s worth of nails, or 
garden hose, or garden tools, or 
household carpentry tools, from 
one year’s end to another. 

Also, Mr. Vonnegut remarked, 
their experience indicates that a 
community where the majority 
of the people own their homes 
is better than one where the 
majority is composed of renters. 
The man who owns his home will 
take better care of the house and 
yard than a tenant, and will buy 


‘more hardware to do it. 


For these reasons, a company 
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which is considering the estab- 
lishment of branch stores should 
study carefully the character of 
the various neighborhood com- 
munities before selecting loca- 
tions. 

Stock must be kept low for 
economical operation, and the 
branch store plan permits lower 
stock than would be possible in 
an independent store, because the 
resources of the main store are 
always available. This is espe- 
cially true of the larger items. 
However, this policy must not be 


- carried too far. Customers must 


be sure of getting what they want 
without delay, or they will soon 
get the habit of going elsewhere. 

Also, the requirements of the 
particular neighborhood must be 
met. One of the Vonnegut 
branches is in a community of 
thrifty people, mostly small 
home owners. In that store it 
was found profitable to carry a 
line of oil lamps, which would 
not sell at all in other neighbor- 
hoods. Another of the branches 
is in a growing industrial neigh- 
borhood, at the city’s edge, with 
many market gardens just out- 
side. Here garden tools and 
supplies were in greater demand 
than at the other branches. 

“We always try to keep a 
good stock of items frequently 
called for, and our branch man- 
agers and clerks are instructed 
to be constantly on the alert for 
any demand developing for new 
items,” Mr. Vonnegut explained. 
“This is systematized by the use 
of ‘want slips,’ on which requests 
for items not in stock are noted. 
These are checked periodically 
to determine whether the volume 

(Continued on page 74) 


Upper photo: Vonnegut’s West Wash- 

ington St. branch. Lower: The East 

Washington St. store. The map shows 

the location of the various Vonnegut 
branches. 
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About People .. 


by SAUNDERS NORVELL 


T's other day an advertising 
agency sent me a very well 
written little circular on the 
subject of the one thing in which peo- 
ple are most interested. That one 
thing, according to them, was— 
OTHER PEOPLE. Newspapers 
know this and as a result, if you will 
pick up any paper and analyze its 
columns you will find most of their 
articles are about people. When I 
write an article with a lot of cold 
business statistics, even if I think it 
is good, I receive very few letters 
about such articles. However, if | 
happen to write an article that has a 
strong personal appeal; in other 
words, if I write “about people,” I 
always receive quite a lot of fan mail 
following such articles. 

I think this advertising concern is 
just right. I believe the best adver- 
tising any concern, manufacturers, 
jobbers or retailers, can do would be 
to advertise things about people. 

Recently, I have been reading a 
number of articles written by Jimmy 
Robinson of Minneapolis, on the sub- 
ject of trapshooting. Now, Jimmy 
wishes to push the trapshooting game, 
but all of his articles that I have 
read have been about people, about 
the trapshooters. He puts pictures 
of the trapshooters in the articles. 

Have you noticed the Sunday 
photogravure sections of the news- 
papers are just full of pictures of 
people? Almost everybody in this 
country, men, women and children, 
grab the picture section of the Sun- 
day morning paper and study the pic- 
tures of all the celebrities who are 
coming and going on the steamships, 
the athletes who win the prizes, the 
swimming girls doing’ their swan 
dives, dogs that win championships, 
the great golf players of the world, 
and then occasionally we do see a 
picture of some trapshooters with 
their guns. The point I am making, 
however, is the most interesting part 
of the Sunday papers is all about peo- 
ple, and if this is true, as business- 
men wish their advertisements to be 
interesting, why shouldn’t .advertise- 


ments all be abeut: people? - 
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For instance, it seems to me if you 
had a kitchen knife you wished to ad- 
vertise, instead of advertising that 
knife you should pick out some good 
looking woman, who is an authority 
on cooking, probably some domestic 
science teacher. Then you should 
write your advertisement all about the 
teacher and just incidentally refer to 
the fact that the kitchen knife she has 
in her hand is made by Smith 
Brothers. The same thing is true of 
golf clubs. Of course, we all know 
that Bobby Jones uses a certain kind 
of clubs. I saw a picture of him 
somewhere with these clubs. Of 
course, I was more interested in the 
picture of Bobby than I was in the 
clubs, but at the same time I did look 
at the clubs, but for the life of me 
I have forgotten what brand of clubs 
they were. Something was wrong 
with that advertisement. It did not 
tie up the name of the clubs with 
Bobby Jones as emphatically as it 
might have. 


About Tunney 


The other day on the train going 
home I saw a very familiar face aimed 
in my direction. It gave me quite a 
start. Who do you suppose it was? 
No less than one Mr. Gene Tunney. 
Now, Tunney, especially interests me 
because he has been a prize fighter, 
gained the heavyweight championship 
and then had sense enough to quit. 
Now he has gone into politics. 1 am 
told that the Speakers Bureau of the 
Democratic party has more requests to 
have Gene Tunney speak than any 
other orator. Of course, the people 
do not care anything about Gene’s 
arguments for the Democratic ticket. 
That is not the point. The people of 
the country have been reading all 
about Gene Tunney, about his fights, 
his retirement, his wedding, his baby, 
his trip to Europe with Mr. John 
Oliver LaGorce, associate editor of 
the National Geographic Magazine, 
and now his taking part in politics. 
People are thinking, if Gene Tunney 
helps along the Democratic campaign 
and a Democratic President is elected 
where will he land? He might get in 


the Cabinet or he might be an am- 
bassador to some great foreign na- 
tion. Now, that’s pretty good for an 
ex-prize fighter. So I was interested 
in studying Tunney as he read his 
newspaper, and I noticed on the train 
there were a number of other people 
who seemed to be just as much inter- 
ested, especially some sub-debutants. 
What did I think about him? Well, 
this article is not supposed to be es- 
pecially about Tunney. I will say, 
however, he is a good looking chap. 
He has a nice face and he does not 
look much like a prize fighter. 
There is another interesting char- 
acter I heard of the other day. He 
is a boy eleven years old. His father 
is a chemist over in New Jersey. This 
boy manufactures ink in the basement 


_ of his home. He has a regular plant. 


He does all the work himself. Then 
when he has accumulated an inven- 
tory he goes over to New York and 
sells his ink to the hotels, corpora- 
tions and other large consumers. He 
does his own selling. I am told he 
mukes good ink, gets a good price, 
sells a lot and is making money. Now, 
to meall this is interesting, and it is 
interesting because it is human and it 
is about people. 

I notice in this morning’s paper, 
Lancaster, in Florida, was acquitted. 
When the jury brought in their ver- 
dict the courtroom burst out into 
cheers. I have followed this case 
very closely in the papers and it was 
my feeling that Lancaster would be 
acquitted. Justice probably in this 
case was thwarted, but good old-fash- 
ioned human nature came out on top. 

Then consider the Fortescue case 
in Honotulu. No doubt the Amer- 
icans involved killed the Hawaiian. 
Legally the verdict of guilty was just. 
Of course, when the Americans were 
set free that was sentimentality— 
another matter—but it all made in- 
teresting human reading. 

Take that other case in England. 
I mean where Mrs. Barney shot her 
sweetheart. There was no question 
whatever that she shot him. However, 
it was shown clearly in court that the 
gentleman in the case had been sup- 
ported by her for some time. He was 
a rotter. The English courts are 
usually very severe, but they would 
hardly condemn a woman to death 
for shooting a man she had been sup- 
porting when he threatened to dis- 
card her. It seems that this verdict 
was also very popular, but it is also 
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a question if cold justice did not mis- 
carry. 

The English courts, so I have read, 
are not often moved by sentimentality. 
They stick pretty closely to the law. 
On the other hand, in France it is a 
notorious fact that the French courts 
are openly influenced, not so much by 
the law but by the unwritten justice in 
human relations. Some of the French 
decisions for this reason are exceed- 
ingly interesting. The point of view 
of the French courts is strictly Gallic, 
while that of England in most cases 
is English, but every now and then, 
just as in the Barney case, and in the 
recent Lancaster case, the courts give 
human values just as much weight as 
legal values. 


Settling a Dispute 


When I come to think of it, I was 
a judge once myself. When I was in 
the jobbing business, two of our 
packers at six o’clock in the evening, 
after a hard day’s work, had a fight. 
They beat each other up pretty badly. 
They were both Irish. The manager 
of our business brought these bel- 
ligerent gentlemen before me with the 
suggestion that they both be fired. I 
read them a little lecture on the sub- 
ject of fighting during business hours. 
I suggested if they had gone outside 
and had their fight it would have 
been their own affair. However, I 
said if they would shake hands and 
agree to drop their differences and be 
friends I would forgive them this 
time for the sole and only reason that 
they both must be very good men if 
after a hard day’s work packing goods 
they still had enough energy left to 
engage in a rough and tumble fight. 
As I said, they were Irish. They got 
the point of my remarks and they 
must have become good friends be- 
cause I never heard of any trouble 
from them afterwards. There is a 
difference I have noticed in handling 
Irish and Germans. The Irish have a 
sense of humor. You can get them 
on that side, but it does not pay to 
try humor with a German. 

Once I kept saddle horses. A 
young lady, a relative, living in the 
same block would come down and 
order one of these horses. Then she 
would telephone for my Irish coach- 
man to bring the horse around to her 
house. One day Pat said to me, 
“Now begorra, the other coachmen in 
the neighborhood tell me I am run- 
ning a livery stable.” Then he con- 
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tinued: “I do not mind taking care 
of the horses for the family, nobody 
ever heard me complain of work, but 
Miss X is not a member of the fam- 
ily and I do not care to take the horse 
up to her house.” “Well,” I replied, 
“Pat your only objection is Miss X 
is not a member of the family.” 
“Yes, sir,” he answered, “that’s it.” 
“All right!” I answered. “We are 
going to adopt Miss X into the fam- 
ily. From this time on she is one of 
the family and we will expect you 
when the telephone rings to deliver 
the horse.” That night Pat drove us 
to the theater. On our return, just 
before I went into the house, he 
looked at me by the light of the car- 
riage lamp and remarked: “It is all 
right about that adoption, but it 
strikes me, sir, you put one over.” 

Once upon a time a young fellow, 
just out of stock, picking up a forty 
pound hardware catalog, started out 
on his career as a salesman. He 
landed at Poplar Bluff, Missouri. He 
called on a hardware dealer there 
early in the morning. He inquired 
politely if this dealer needed any 
goods. The dealer did not say yes or 
no, so the young salesman sat and 
waited. The dealer waited on trade, 
went back and made entries on the 
book, chewed a cigar and completely 
ignored the young salesman. At 
lunch time the young salesman went 
to the hotel and had his lunch. After 
lunch he went back to the hardware 
store and waited till six o’clock. He 
was too timid and modest to force a 
conversation with this dealer. The 
merchant continued to ignore him. At 
six o’clock the merchant remarked, 
“Well, young fellow, I will have to 
ask you to get out as I am about to 
shut up the store. This poor young 
salesman, nineteen years old, had lost 
an entire day because the merchant 
did not say yes or no, and that means 
“maybe.” 


Twenty Years Later 


Then twenty years rolled by. This 
young salesman is now president of 
a large hardware jobbing house. One 
day this merchant walked into the 
front door of this house. The pres- 
ident stepped forward, extended his 
hand and greeted the merchant by 
name. “Why,” said the merchant, 
“we never met before.” “Oh yes,” 
replied the president of the jobbing 
house, “we met twenty years ago, and 
I have never forgotten you from that 


day to this. I have often thought of 
you, and | have often thought that 
I hoped when you died and went to 
the pearly gate that St. Peter wouldn’t 
know exactly whether to let you in or 
not, but would completely ignore you 
while you waited outside.” This mer- 
chant was surprised. Then the presi- 
dent told him how he had made him 
wait, how he had ignored him twenty 
years before and that was the reason 
he had never been forgotten. This is 
a true story and I just tell it to illus- 
trate what long memories young peo- 
ple have, especially memories for 
slights and discourtesies. This is also 
true of children. I have seen chil- 
dren deeply hurt at some careless ac- 
tion or remark of their elders. I 
have known these children to remem- 
ber that slight for years. That is why 
I believe it is stated somewhere in 
the scripture that “it would be bet- 
ter for this man to have a millstone 
tied around his neck and be thrown 
into the midst of the sea, than to in- 
jure one of these little ones.” 


Human Relations 


A few days ago I had a caller who 
has made quite a little success of life. 
In discussing human relations he said 
he owed his success, in a large meas- 
ure, to the advice which a certain 
older man had given him upon one 
occasion. This young fellow worked 
for this man. He became very valu- 
able. In time his salary was doubled. 
One day the employer asked the 
young man what he did with all of 
his money. “Why,” said the young 
man, “every month I save two-thirds 
of my salary. I put it in a savings 
account every month.” “I think you 
are making a mistake,” said the older 
man. “I believe you should only 
save one-third of your salary and the 
other third you should use to wear 
better clothes, to attend good plays 
and lectures, to develop your mind 
and extend the circle of your friends. 
In other words, to lead a wider life.” 
This older man said my visitor, told 
him that at least the first ten years of a 
young man’s career should be devoted 
to improving his mind and to extend- 
ing the circle of his friends among 
worthwhile people. So the young 
fellow changed his methods. He fol- 
lowed this advice and he found out 
that his friends were a great help to 
him in his climb up the ladder to 
success. 

This brings us to another chapter 

(Continued on page 50) 
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LET THESE PHOTOGRAPHS OF ACTUAL WINDOWS 


HELP YOU PLAN YOUR OWN DISPLAYS 


ARDWARE stocks are such 
H that they offer endless oppor- 

tunities for attractive displays 
and the live hardware merchant sees 
to it that his windows reflect the 
quality of his stock. Some hardware 
men whose talents do not run in the 


direction of this important work, make 
arrangements with the window trim- 
mer of a friendly neighbor store, as, 
for instance, the dry goods display 
man, the shoe store window trimmer, 
or, perhaps, the cigar store window 
dresser. Principles of display are 


the same basically whether in the 
hardware store or the cigar or drug 
store. For a nominal sum _ these 
clever men can be persuaded to put 
in a hardware display that will, with 
the help of HarpwarE AGE original 
suggestions, do a good selling job. 

The Chicago Retail Hardware 
Association’s model store used the 
window shown at the top of this page. 
A window of this type makes a last- 
ing impression due to its specific 
and definite message. The display 
of sporting goods at the foot of page 
32 comes from the Kelley - Duluth 
Hardware Co., Duluth, Minn. Here 
again a definite message is responsi- 
ble for a strong appeal to the pros- 
pect. 

It is with such a thought in mind 
that the original window suggestions 
on page 33 are designed. The back- 
ground poster showing a large bell 
registers the thought of school more 
clearly than any wordy message. The 
display is simple and attractive. The 
same is true of the radio window tied 
in with the political campaign. 
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The 

Hardware Age 

Window Display 
Suggestions 


The Talkerticket 


Cooler weather is approaching. 
The price ticket trim should reflect 
slightly warm colors. The color sug- 
gestion this month is a card having 
a very light tint of buff or ivory. The 
stripes down the left side should be 
orange and brown. The lettering 
may be black. Don’t forget the im- 
portance of your copy in these 
tickets. Make it mean something to 
the prospect. Get out your catalogs 
and find the phrase that gives a good 
reason for owning the item. Of 
course, you want to sell it, but that 
is not a good reason for the customer 
to buy. Tell him why he will like it 
and he will be interested. 


Vfl Irony. 


Perfect Waffles every 
time...For any 110-120 
Volt Current..With 
Cord Instructions 2 
Recipes... 
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School Days Are Here Again 
The Harpware AGE interchangeable fixtures are again used in 
these windows. You can have a sheet of instructions for building 
them for the asking. This window will take a little additional mer- 
chandise, but don’t crowd it. 

















LISTEN 
TO YOUR 
FAVORITE 
CANDIDATE 
WITH ONE 


OF OUR NEW 
RADIOS 





















































And Now for the Political Campaign 


The campaign headquarters of both major parties will gladly 
furnish pictures of their candidates. These will serve for the back- 
ground of this window. Be sure to give equal space to both sides. 
You should be able to press the advantage of this campaign enough 
to sell a number of radio receivers. Another thing! Don’t use the 
flag for decoration—it is against regulations. Use bunting. To tie 
the flag in bow knots and rosettes is not only bad taste but bad 
business. Bunting or crepe paper will do a good job. 
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Note—Although this article 
was prepared by Mr. Simpson 
for distribution among auto- 
motive wholesalers, it brings 
out facts which hardware re- 
tailers and wholesalers should 
consider before declaring for 
or against the Trade Accept- 
ance idea.—The Editors. 


EFORE going into the pros and 
B cons of the matter, it would not be 
amiss to ask the question, what 
is a Trade Acceptance, and answer it. 
There are two classes of Acceptances, 
the Bank Acceptance and the Trade 
Acceptance. It will suffice to point 
out the one essential difference be- 
tween these two. The Bank Acceptance 
is a draft which is accepted in writing 
on its face by the banks, whereas the 
Trade Acceptance is accepted by and 
bears the name of your customer, the 
purchaser of materials, merchandise, 
etc., and is drawn by the seller. 


A Trade Acceptance is a draft, or- 
der or bill of exchange drawn, as 
above stated, by the seller of goods, 
merchandise, etc., upon his customer, 
the purchaser, and accepted by the 
purchaser and payable on a definite 
future date and at a designated place. 
The promise to pay is absolute and 
not subject to any qualifying condi- 
tions. It is of course desirable to use 
the form recommended by the Ameri- 
can Acceptance Council, New York, 


a e. 


How to Use Trade Acceptances 


By THOMAS M. SIMPSON 
Manager, Detroit Office, Motor & Equipment Manufacturers Association 


The Trade Acceptance is presumed 
to be part of a self-liquidating trans- 
action, in that it is presumed that 
there is at all times up to date of pay- 
ment, actual existing value in the way 
of the materials purchased or the pro- 
ceeds received from their resale that 
will be used to pay the Acceptance. 

The terms of the Acceptance should 
be exactly in conformity with regular 
terms applying in the trade or busi- 
ness using them. They should never 
be renewed. If the customer’s bank 
balance is not sufficient to enable it 
being charged to the acceptor’s ac- 
count the same as a check the day it 
is due and further time is to be 
granted the customer, take a promis- 
sory note, not a Trade Acceptance. 
The taking of Trade Acceptances to 
cover past due accounts represents 
one of the worse abuses of the use of 
Trade Acceptances and brought the 
Trade Acceptance into bad favor and 
under suspicion. 

In some cases terms of sale are too 
short to justify their use, but a 
prompt mailing of the Acceptance 
and its acceptance and return by the 
customer should make it desirable to 
use it for regular terms of thirty days 
or more. It should never form an 
excuse for additional time. It is to 
cover the regular terms of sale. In- 
terest on the basis of regular terms of 


sale is out of place. The Acceptance 
is not presumed to carry interest. 

If you allow cash discount and the 
time between the billing date and the 
discount date, is sufficient to permit 
or justify the use of the Trade Ac- 
ceptance; then when mailing the cus- 
tomer, if one that regularly discounts 
his bills, the Trade Acceptance should 
be drawn for the net amount, after de- 
ducting cash discount, to mature on 
the discount date. If the Acceptance 
is not honored by the bank where 
payable when it matures, the cash 
discount should be charged back to 
the customer, if already credited, and 
another Acceptance for the full 
amount of the invoice or invoices sub- 
stituted on the basis of regular net 
terms of sale. 

No customer can legitimately object 
to giviig you a Trade Acceptance. 
He has contracted and agreed to pay 
you in accordance with the terms of 
sale. All you are doing is asking him 
to put this agreement on a separate 
piece of paper, which makes this 
part of your contract with your cus- 
tomer negotiable if you want to use it. 

Your customer, in giving you a 
Trade Acceptance in place of the 
open book account, places you in a 
better position to finance your own 
operation during the time so much of 

(Continued on page 46) 


Form of Trade Acceptance recommended by the American Acceptance Council 
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Installment No. 3 
Inspection and 
Repair 


XTRA dollars in the pocket 
at the end of the year, not 
to mention the many other 

business advantages of a smoothly 
functioning delivery system, 
should be the spur to prod every 
truck-using hardware dealer, 
whether he operates one or 25 
trucks, to adopt some system of 
maintenance for his trucks. Re- 
pair, with the exception of fuel 
(gasoline and oil), is the biggest 
item of variable expense in the 
operation of a truck, yet, with the 
exercise of a bit of intelligent 
planning, it is an expense item 
that readily can be held within 
reasonable limits. 

The truck, like any other kind 
of mechanism, requires attention ; 
the effective and economical life 
of the truck depends on the amount 
and kind of this attention it re- 
ceives. 

A maintenance program is not ex- 
pensive, complex or difficult to carry 
out. It is, in fact, far less costly and 
troublesome to set up a simple, thor- 
ough system of maintenance than it is 
to have serious failures and troubles, 
resulting from neglect, constantly 
cropping up. While there are many 
variations, some needlessly compli- 
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Fig. 1. 


cated and others not sufficiently com- 
plete, a really effective maintenance 
program includes only three impor- 
tant elements, namely: 
(1) A simple method of schedul- 
ing. 
(a) What chassis parts should 
be regularly attended. 
(b) When those operations 
should be performed. 
(c) A vehicle inspection report. 
(2) An effective method of direct- 
ing. 
(a) Record of time or mileage 
intervals. 








A Vehicle Inspection Report is part of preventive maintenance 


(b) Assurance that the schedule 
is carried out. 
(c) Repair history of each truck. 

(3) A daily report of truck condi- 

tion. 

At first glance this outline appears 
heavy. But that is not the case, for 
after once established the program 
becomes a matter of simple routine. 
The system is known as preventive 
maintenance, the accepted repair 
mode of the day, and if carried out 
to the letter annual inspections and 
complete overhauls become unneces- 
sary. Defects are corrected as they 


35 








occur—they are not permitted to be- 
come worse, affect associated parts, 
tie-up a vehicle or build-up big repair 
bills. Preventive maintenance is just 
a practicable application of the well- 
known proverb, “A stitch in time 
saves nine.” Its simply a system of 
making the little things help the big 
things from occurring. 
The first requirement in setting up 
a maintenance program is_ the 
schedule. Once this is established 
the program, instead of three, actu- 
ally consists of only two elements 
requiring routine attention. The 
schedule consists of a list of opera- 
tions requiring regular attention. It 
can best be compiled with the truck 
manufacturer’s instruction book at 
hand with its definite service recom- 
mendations for every important item 
in the chassis. Among the important 
items a maintenance schedule should 
contain are: (The time and mileage 
intervals are parenthetically sug- 
gested.) 
Check and correct tire inflation 
(daily). 
Change crankcase oil at regular 
intervals. 
Grease and oil all vital points 
regularly. 
Check over and fill the battery 
(monthly). 
Test lights, wiper and electric 
signaling system (fortnightly). 


Test or adjust brakes (weekly). 
Inspect vital parts of chassis 
(monthly). 
Wash trucks (frequently). 
Paint trucks (6 to 12 months). 
Determination of the working 
schedule of these various jobs de- 
pends largely upon individual operat- 
ing conditions, but again the maker’s 
service manual will serve as an excel- 
lent guide. Routine jobs of oiling, 
greasing, inspection, adjustment, tun- 
ing, etc., should be handled systema- 
tically and regularly. Each of these 
operations is explained, and mileage 
schedules for them are invariably 
given in instruction books. 


The Inspection Report 


The number of items that make up 
the Vehicle Inspection report de- 
pends on the set-up of the operator’s 
service facilities. A report may con- 
tain anywhere from 25 to 125 items 
(see Figs. 1 and 2.) A small operator 
can get very satisfactory results from 
a small list of major items; larger 
operators, however, may desire a 
more complete check. Small opera- 
tors, depending on a truck dealer for 
service, also can obtain the same re- 
sults without maintaining a report of 
their own from a duplicate copy of 
the inspection report furnished by 
truck dealers as a regular feature of 
their service to truck customers. 


Two columns are provided opposite 
the items on the Inspection Report 
(see Figs. 1 & 2) for checking—one 
to specify that attention is needed; 
the other, that attention has been 
given. 

Now that we have provided the 
schedule the next step is to devise a 
system whereby we are assured that 
this schedule is properly carried out. 
Either the owner shall personally see 
that the schedules are maintained as 
prescribed, including inspections, or 
he shall delegate the responsibility to 
some individual—the driver or truck 
superintendent. 

The duty of the person in charge, 
whoever he may be, is to see that 
each operation listed in the mainte- 
nance schedule is strictly observed 
and handled as specified and that in- 
spections are regularly made and re- 
corded. Either of two very helpful 
and simple indexing or recording sys- 
tems can be used by the person in 
charge as a check and aid in his work. 
One is a card record, a card for each 
truck (Fig. 3). If there is only one 
truck, one card, of course, is all that 
is required. Each card carries the 
complete maintenance schedule of 
each truck. They may be filed in a 
manner as to come to the attention of 
the person in charge at regular inter- 
vals. The other system, while slight- 

(Continued on page 52) 
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MONTHLY MAINTENANCE SCHEDOLE 


Lubricate every 2,000 miles 


Date April 


Change oil every 500 alles 





Check brakes, every week 





Cheok lights, fort-nightly 





Check battery, monthly 





Inspection, every two months 
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HE new Branch Store of 
Ti Marvin Hardware 

Company was nearly ready 
for the Grand Opening. The 
fixtures had been installed and 
some of the stock was already in 
place on the shelves and tables. 
Van Davis, who had been se- 
lected to manage it was earnest- 
ly talking matters over with Mr. 
Marvin. “If you have no ob- 
jections,” he said, “I’d like to 
take Eddie Scanlon along as my 
assistant. It will give him a new 
experience, and will allow me to 
train him in selling. At the 
same time, I feel that the new 
boy should get his preliminary 
training in the main store.” 

“T think you are right Van,” 
Mr. Marvin replied. “Eddie has 
the groundwork and only needs 
selling experience. Also he likes 
you, and I am sure would like to 
go with you. In fact,” he added 
with a smile, “he has already 
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Eddie Scanlon’s suc- 
cessor is introduced to 
the store staff. Eddie 
goes to the new branch 
store with Van. 


By LLEW S. SOULE 
Contributing Editor, Hardware Age 


applied for the chance. He also 
recommended Guy Wilson to 
take his place. I’ve checked up 
on Guy and he rates well. Mrs. 
Scanlon says that he is of 
Eddie’s type, and that he has 
been almost like a second son to 
her. If he is half as good as 
Eddie, he’ll do. 

“By the way Van,” he went 
on, “Eddie is to preside at the 
store meeting this week. Per- 
haps you can help him get things 
lined up.” Van nodded. “We’ve 
already arranged that Mr. Mar- 
vin,” he said. “I rather think 
we will have a good meeting.” 


The first thing to do in 

order to sell is to learn 

all you can about the 
goods you sell. 


A lot of information 
can be obtained from 
Jobbers’ catalog. 


“I’m sure of it,” Mr. Marvin 
replied: “you never do things by 
half, my boy.” 

Meanwhile Eddie Scanlon, his 
freckled face fairly beaming 
with happiness, was busily en- 
gaged in introducing Guy Wil- 
son to the details of his new job. 
“You'll like it a lot,” he said 
earnestly. “The fellows are all 
good scouts, and Mr. Marvin is 
the finest man I ever knew. Of 
course it will take a little while 
to get the run of things, but after 
that it will be easy. Don’t for- 
get the store meeting Friday 
evening,” he added: “you can 
come over to our house for 
supper and then walk down with 
me.” 

The remainder of the week 
passed quickly for both boys, 
and Friday arrived almost be- 
fore they realized it. Guy had 
supper with Eddie as arranged, 
and fifteen minutes later both 
boys were at the store eagerly 
waiting for the rest of the force 
to arrive. When they finally did 
come, Eddie quickly called the 
meeting to. order and _ said: 
“Fellows, this is the first Marvin 
Store Meeting that Guy Wilson 
has ever attended. Guy is the 
boy who is to take my place 
when I go with Van to the new 
store. He has been helping me 
for several days and I think you 
all know him. He is new to this 
kind of work, but you will find 
him a real fellow, willing to do 
his part and to accept advice. I 
have had a talk with Mr. Marvin 


and he has agreed that this meet- 
(Continued on page 51) 
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3 Candle Lamp 


With 


$(00 


A smart floor 
lamp in popular 
three candle 
style at a re- 
markable low 
price. Brass 
plated cast 
metal base and 
stem. Tan 
parchment like 
shade with green 
or red bands. 
Height ( ) di- 
ie of shade 
( 














Y-2 


4 Pt. Barbed Wire 


Heavy galvanized four point 
barbed wire fence ( ) gage. 
Barbs sharp-pointed and double 
twisted around cable wire. Will 
last for years. 
spool. 


Full 80 rods to 


(List Fencing Needs 
With Prices) 


YOUR STORE NAME 


pacity ( ) qts. 
Y-3 . 
Pp Y-5 
* Garbage Pail 
Refrigerator x Cl 
othes 
coment ne Dishes Extra heavy corrugat- Driers 


By SAMUEL KALP 


HOW TO USE 


The illustrations, layouts and ads supplied with this service are especially 
planned to help every hardware store make its advertising more practical 
and effective by the liberal use of human interest illustrations. Copy is 
always supplied in so far as it is practical for use by all of our clients, 

The description and pricing of the items must necessarily be left to the in- 
dividual store in most cases. In writing the descriptions to give to your 
printer with the supplied ad layout, keep in mind that brief, to the point 
descriptions are the most effective. The style, size, colors, unusual features 
or special economies effected by the use of the item should be given. 
If greatly reduced, it is sometimes desirable to show former as well as 
reduced price. If any question arises concerning the use of these ads, write 
us. You'll find us willing to help you sell more hardware at all times. 


HOW TO ORDER 


If you have local stereotyping facilities, request the complete sets of mats 
of all the advertising illustrations on these two pages, inclosing your check for 
$1.25. If you need mounted cuts order them by number given under each cut, 
listing the numbers in a column. Figure the charge of 35c. for each cut 
when less than ten cuts are ordered; when ordering ten cuts or more figure 
the charge at 30c. for each cut ordered. Inclose check with order, please— 
this saves bookkeeping of small amounts. Send all orders to 


HARDWARE AGE ADVERTISING SERVICE 
239 W. 39th St. New York City 


(All Ads Are Planned Six Weeks in Advance to Give You Ample 
Time to Order Illustrations) 





SPECIAL HARVEST BARGAINS 


Genuine Bargains. No matter how low the price we 
do not believe merchandise of inferior quality that will 
not wear is a bargain—that’s why we say here are genwine 
bargains for we know the quality is of the best and the 
prices are exceptionally low. 


Tea Kettle 


Heavy copper tea 
kettle, nickel plated— 
highly polished, seam- 
less, leak-proof. Ca- 














ed galvanized steel 


Handy set of 3 clear pail with|Sturdily made of hard- 


green glass refrigera- garbage 








This layout is for a 
regular Government 
Postal Card. Just 
add the additional 
type matter and 
hand this layout 
with cuts to your 
local printer. 








tor dishes with covers. 
Sizes ( 


burn 








YOUR STORE NAME 





cover—leak-proof. Ca-jwood. Height about 5 


pacity ( ). 


Electrical Appliances 


‘“‘Cheap” electrical appliances 


out quickly and = are 


never quite satisfactory. Buy 
your needs at (Store Name) 
where the quality is reliable 
and the price is RIGHT. 


(List Electrical 
Items With Prices) 


feet, width 2 ft. Folds 
compactly, 





Medicine 
Cabinet 


A sturdy, well made 
medicine cabinet of 
selected cabinet wood— 
white enamel finish. 





Size ( UF 
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Play Up Quality as Well as Price In Your 
Ads and Promotions—It Will Pay You 








Prepare for Cold Weather Now! Quality 
Thrifty people are buying er one . 
they tees thee quality is denendnbie and. will Kitchen Needs 


give satisfaction and the Prices are FAIR 


It pays to buy good quality 








Ash Cans Window things for your home. They 
7 ‘i wear twice as long and cost 
ee oot re wd Ventilators much less in the long run. 
ee en oe Shop at (Store Name) for de- 
— _ tight fit- All steel adjustable pendable quality. 
ene oe en —_— drop | window _ ventilators, : 
Coal Hod andles, Capacity ( ) | ijivre ase: Phanty ol Stainless Steel 
Heavy corrugated fresh air but avoids 
sheet steel with black drafts. Height ( ) Cutlery 
japanned finish. Length ghee 
18 inches. Leak proof. Modern adjustable to ( ) 
00c 
Heaters ° 


Mirror polished 
stainless steel 
cutlery. Posi- 
tively will not 


ike 
i H} lif 





$00 : ) eae 


Aluminum Sauce Pans 


Set of 3 









a 

Ee 

All cast iron con- | CA 

” struction heater A 

Ash Sifter with open_ grills 3 | 


AN 


allowing full free- 

Rotary ash_sifter|dom of heat circu- 
securely made of heavy | lation. Finished in oO yet 
galvanized sheet steel] walnut enamel. 
—fits 17 or 18 inch| Height ( ) will 
can, heat ( ) rooms. Y-11 


YOUR STORE NAME i ea 
ome tea ait a 
securely riveted 

handles. Capac- 

ities ( - 


(List Additional Items 


High Grade With Prices) 
YOUR STORE NAME 


00c. 
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Hunting Equipment 


Compare our low prices for the finest 
hunting supplies. The splendid quality 
that every real sportsman demands. 


Make (Store Name) your headquarters 
coe Be ag cect Hcg Now You Can Afford a New 































Hunters’ Coats Hunters’ Caps 
Medium weight forest Heavy weight well made 
brown regimental duck forest brown cap—fiannel ? 
coats — well made, lined lined—real protection from 
and reinforced throughout. storm. Sizes ( a 
Gun Cases Hunters’ Knives —y-10 
Take down style gun cases Fine steel blade, leather Sass 
of heavy tan duck, lined handle complete with lea- ¢ 722: 
Y-9 ! ther sheath. For sticking E = 
and leather bound, leather and skinning. Length of : = 
handle. blade ( Be Ns z | 
Pocket Axes Shot Guns 
Tool steel blade, carefully Finest repeating 6 shot CoN) Y-14 
tempered and _ sharpened. pump action, ‘‘Hammer- —_— 


Sturdily built of beautifully 
finished hardwood in white or 
green ename!, easy to keep 
clean. All the conveniences and 
advantages of cabinets costing 
nearly double our price. White 
porcelain enameled steel exten- 
sion table top—25 lb. flour bin 
with sifter. Measurements ( ) 


YOUR STORE NAME YOUR STORE NAME 


Selected Hickory handle. less’’ take down shot guns. 
Nickel plated guard and Standard grade 
receiver. —12 gage. 









(List Ammunition 


With Prices) 
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HERE is probably no 
[ste line of business in 

which a man must be a 
Jack-of-all-trades as he does in 
the hardware business. 

Fishing tackle is, for the most 
part, sold from display and can 
be better sold by the merchant 
who probably likes to go fishing 
or who understands the fishing 
art. 

The stocking of bolts, screws, 
nails and such utility items, on 
the other hand, requires, instead 
of display, a very efficient 
method of keeping stock in order 
that money will not be tied up 
in needless stocks. 


Fishing Tackle Display 


Figure 72 shows a most effec- 
tive fixture for the display of 
small fishing tackle, including 
baits, reels, lines, hooks and 
everything that goes to make up 
a complete fishing tackle stock. 

This display fixture not only 
displays the merchandise effec- 
tively, but the stock is carried in 
drawers under the top display 
case and back of the lower dis- 
play panels, where it is always 
kept clean and is conveniently 
located for fast service. 

The top on this display case 
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PIPE FITTINGS 
BOLTS AR. 
WSIPLAYED WITH 

Anrie Root 
7OoR STOCK. 





Fig. 75 


“One of the best bolt bins that was ever built” 


slides and is fitted with a secret 
lock to prevent pilfering. 

Figure 73 shows a display 
panel for one piece rods or which 
can also be used for jointed rods 
which are assembled. Any 
jointed rod should be displayed 
assembled in order that a cus- 
tomer may try it and also be- 
cause customers will be attracted 
to them quicker when they are 
assembled than when they are 
unassembled. 

Some merchants using this 
type of display have that part 
back of the display panel fitted 
with bins for carrying stock. 
This fixture can also be used for 

















Bolts ana é 


- One of a series of 
articles by John H. 
Ganzer on the sub- 
ject of “Planning 
a Hardware Store 

for Profit.” 


the display of golf sticks, canoe 
paddles and other sporting or 
athletic merchandise. 


Bolts 


Now to come to the other ex- 
treme in hardware store mer- 
chandising. Figures 74 and 75 
show the front view and end 
view of one of the best bolt bins 
that was ever built. 

The bins are fitted with metal 
drawers which have only half- 
height fronts so that you can 
reach into the bins easily when 
only one or two bolts are wanted, 
or you can slide the drawer for- 
ward and a very ingenious device 
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1) Fishing Tackle 


on the back of the drawers en- 
gages a rod at the upper part of 
the bin opening which prevents 
it from coming all the way out. 

One big advantage of this type 
of bolt rack is the fact that you 
can always see just how much 
stock you have of each size and 
with the label right under the 
stock and facing the sales per- 
son, it is a very easy matter to 
check the stock when you are re- 
ordering. 

Many times customers coming 
in to buy bolts or other utility 
items will purchase other mer- 
chandise in either the sporting 
goods or house furnishings de- 
partments if the merchandise in 
these respective departments is 
uniformly displayed. 


ACH day we are becoming 
EK more convinced that there 
is a tendency on the part 
of some hardware merchants to 
over-imitate the chain stores. 
They have aped their mass dis- 
tributing competitors in so many 
ways that even their stores seem 
to have lost much of their essen- 
tial hardware atmosphere. With 
that loss of hardware individu- 
ality has come a loss of sales in 
those lines which are distinctively 
hardware, and which form the 
very backbone of the hardware 
business. 
Undoubtedly the open display 
system should be used in hard- 
ware stores so far as is practica- 
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This fixture can 
be used for fish- 
ing rods, golf 
sticks, canoe pad- 
dles and _ other 
athletic goods. 
Some merchants 
use the back of 
this display panel 
fitted with bins for 
carrying stock. 






For this reason the bolt bins 
and stocks of utility items should 
always be at the rear of the 
store. 

In the next article on planning 
a hardware store for profits we 





DON’T OVER-IMITATE THE CHAINS—BE A HARDWARE MAN 


ble. At the same time there are 
numerous items which can be 
shown with equal sales appeal 
and greater safety under glass. 
We are inclined to think that a 
certain number of well designed, 
properly trimmed floor and wall 
cases not only aid sales, but add 
a certain something which makes 
a store stand out from the ordi- 
nary run of retail outlets and 
give an impression of greater 
value to the merchandise. 

At the same time we do not be- 
lieve that open top display tables 
in hardware stores should carry 
only the cheap competitive items 
such as are typical of the chains. 
Instead they should display both 
the low priced and quality lines, 















are going to show how one store 
increased their display 50 per 
cent with the same amount of 
floor space. 






so arranged that customers can 
easily make comparisons. The 
general impression should be that 
the hardware merchant can meet 
competitive prices, on goods of 
similar value, but that his store 
is headquarters for HARDWARE 
that can be depended upon. 

The hardware merchant needs 
regular customers. He cannot se- 
cure them on a mere basis of 
having his store look and be like 
a duplicate copy of some chain 
store unit. He must win through 
individualized merchandise, in- 
dividualized service, and a place 
of business which definitely pro- 
claims itself a hardware store. 
Otherwise he will eventually be 
lost in the shuffle. 
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Importer Gellert Attacks 
Hardware Age Editorial 


New York Ciry—As an importer of 
foreign hardware and tools, we have read 
with interest, your article Harpware AGE, 
June 23rd, 1932) entitled “They’re Im- 
ported” by Llew S. Soule. 

Mr. Soule evidently has great talent for 
writing fiction, but when it comes to writ- 
ing about economic problems, it would 
seem to the writer, that an elementary 
book on international commerce, or even 
a fleeting glance occasionally at the edi- 
torial pages of any good newspaper, would 
be of considerable benefit to him. 

He seems to be unaware of the fact that 
the consensus of opinion among economic 
authorities is that one of the most im- 
portant causes of the present depression is 
the high American tariff limiting the im- 
portation of merchandise of all kinds into 
this country, resulting in greatly reduced 
exports of American factories—particu- 
larly in the machine tool and too! lines. 

He also is unaware of the fact that less 
than 1 per cent of the tools sald in this 
country are imported tools according to 
the U. S. Tariff Commission. Surely, 
this 1 per cent is rot responsible for clos- 
ing up the factory mentioned in his 
article. 

Aside from the lack of economic knowl- 
edge displayed by the article, Mr. Soule 
also ignores the fact that practically every 
importer of tools has a much broader and 
more generous guarantee than the usual 
American factory. 

For example, our merchandise is guar- 
anteed to the dealer and is replaced with- 
out charge, if defective—whereas our ex- 
perience with domestic manufacturers 
shows that the tendency is to eliminate 
guarantees entirely. 

Furthermore, contrary to the conclusion 
of his commercial melodrama, our im- 
ported merchandise is re-ordered time and 
again regularly by the great majority of 
our customers in constantly increasing 
quantities, proving that it is anything but 
the junk Mr. Soule would like it to be. 

In short, we object strenuously to the 
false light thrown on the sale of imported 
merchandise in this country and are sur- 
prised that an article which so evidently 
distorts the truth, should appear in your 
magazine, 

Furthermore, we note that important 
products are being advertised in the same 
issue in which this article appears and if 
you believe the article fairly represents 
the condition, we are surprised that you 
would help to spread the sale of 
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EDITOR’S NOTE 


Letters from Messrs. Corbett, 
Gellert and Wason are very criti- 
eal of articles: “Build Prosper- 
ity by Selling American Made 
Merchandise” (H.A., June 9) 
and “They’re Imported” (H.A., 
June 23) written by Llew S. 
Soule, Contributing Editor, 
Hardware Age. Messrs. Corbett 
and Gellert are importers. Mr. 
Soule emphasized in both arti- 
cles that he was talking about 
“CHEAP foreign made merchan- 
dise,” which some wholesalers 
and retailers are distributing to 
the exclusion of standard grade 
American merchandise, made in 
American factories by American 
workmen, whose wages are 
needed for buying in American 
stores. 





—tThe Editors. 











“Dangerous” imported merchandise among 
your unsuspecting readers. 

Or is it possible, that while you do not 
like to turn down the advertising of im- 
porters, American factories give you so 
much more advertising that you like to 
please them even at the cost of veracity? 

O. P. Getiert 
Spiegel Brothers 


Says We’re Inaccurate 


New York, N. Y.—I~was somewhat 
shocked to read your article on page 43 
of the June 9th issue of Harpware AcE. 
As you will note from the names on the 
side of this letterhead, we are importers 
of several foreign lines of tools and other 
articles made in England, Germany and 
France, and as far as we are concerned 
the picture presented by your article is 
not an accurate one. However, you may 
be in possession of information which 
leads you to write such an article, and if 
this is the case, we would be interested in 
knowing some of the details which you 
may feel at liberty to give us. 

We can tell you quite frankly that all 
of our lines are sold at a much higher 
price than any of the competitive Amer- 


ican lines and are sold entirely on a basis 
of superior quality, and it is our experi- 
ence and belief that the hardware dealer 
today is not suffering from foreign com- 
petition as the duty is so high on all of 
these lines that it is impossible for the 
foreign maker to compete, and we he- 
lieve the dealer’s difficulty is more from 
cut prices on American merchandise and 
distress merchandise which is being offered 
at special sale prices than from any com- 
petition from foreign makers. 

While we appreciate you are probably 
appealing to American manufacturers and 
large American readers who are not in- 
terested in foreign goods to a great ex- 
tent, we do not like to see your paper 
carry an article which does not, in our 
opinion portray the picture as it exists. 

, C. A. Corsett, President 
Alfred Field & Co., Inc. 


Mr. Wason Is Critical 


Detu1, Inv.—I can’t help but admire 
the gall you have to write that twaddle 
you have written in this week’s (June 
9, 1932) Harpware Ace. (To commence 
with we have not a single item in our 
hardware stock that is imported, and we 
don’t intend to buy any), but we are 
heartily disgusted with the “Infant In- 
dustries” that have cried for more tariff 
the last 100 years, and we go on giving 
them higher and higher rates every time 
we pass a tariff bill. Still I know how 
hard it is for you to play fair so presume 
when you write an article you really are 
doing the besfyou can (and angels would 
do no more) so we won’t blame you for 
it. Personally I am putting all the blame 
on our friend Hoover for the low prices 
on farm products, with all his wonderful 
commissions he has appointed, and sign- 
ing that last tariff law. Of course you 
know that they put a tariff of 42c. a 
bushel on wheat and then our farmers 
commence to sell at from 22 to 36 cents 
a bushel to show their appreciation oi the 
dear tariff. Of course you know what 
President Sloan of the General Motors 
says about same. You also know how we 
offended our best customer Canada with 
our lovely tariff. You also know how 
Canada came back with a get even tariff. 
You also know that an auto that sells for 
$2,100 in U. S. A., if shipped to Canada 
has to sell for $3,300, so we don’t ship, 
but go over into Canada and open large 
manufacturing plants and then employ 
Canadians and buy iron for them from 
Canadian plants, and throw out of work all 
Americans from American factories that 
formerly made these cars, and on top of 
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all this goods made in Canada can go to 
all British countries on a preferred tariff 
that gives them a market to 6 or 700 mil- 
lion people, while our market runs about 
130 or 140 millions. You also know that 
Mr. Hoover says that the loss of our for- 
eign market would find something like 
24 million people if he had it. Who is 
to blame? You name them. Of course 
you think it is all right for those foreign 
cusses to buy our stuff, but it is all wrong 
for us to buy theirs, and we gq on brag- 
ging how much larger our exports are 
than our imports. You know all this, 
and this is why I can’t help but admire 
your gall when you write such articles. 
I really look forward to some articles of 
yours wherein you praise President Hoover 
for some of those commissions he has ap- 
pointed as being good and the splendid 
way he has balanced the budget shows. 
Wonderful leadership and master mind? 
Do you know of any one in your office 
that could not sit down and make an 
equally as good bill by adding 50 per 
cent to first class postage; 3 per cent on 
all electric current you use; 2c. stamps 
on all checks; lc. on all gasoline used, 
and so on down the line. Perhaps some 
might think that if he had reduced the 
Government expense the last four years, 
and lived within his income, we would not 
have all this mess we are in at present. 
He may be a mighty leader, but if 
things keep on going the present way 
much longer I am free to confess I would 
like to try it under a wabbly brainless 
cuss just to see if it was really possible 
for any one to do any poorer than our 
peerless leader has done. But why go 
on? Perhaps the Democrats will so 
blunder that we will get four more years 
of him and then what? Never mind go 
on writing articles; they read, good and 
perhaps I am the only one in the U. S. A. 
that don’t approve of every word, and if 
so, I will promise to leave the crowd and 
go over and flock by myself. 
W. B. Wason 
W. B. Wason & Co. 


Thank You Mr. Fenn 


Lexincton, Mass.—I get considerable 
pleasure reading Harpware AcE, not alone 
because of my interest in the business but 
you have a knack of bringing an interest- 
ing subject before the reader. 

Epwarp L. Fenn 


Harry Remembers When— 


New York, N. Y.—Thinking and writ- 
ing as a so-called “Old Timer” in the rope 
field, I wish the good old days would re- 
turn, when “First Grade Pure Manila 
Rope” was made by reputable manufac- 
turers, and sold on its merits. 

Today “First Grade Pure Manila” means 
nothing, as there are in the market at the 
present time many brands carrying the 
above caption that are sold at a price, but 
with no real market value. 

If the dealer would only stop to realize 
that with approximately 80 per cent of all 
rope used there is life at stake. How im- 
portant it is to purchase the best that 
money can buy. 

You may say you have to stock a cheap 
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rope because your competitor carries it. 
“O. K.,” let him, and I venture to say that 
eventually you, by stocking a reliable rope, 
will get back that business you have lost 
by breakages, short life, etc., in your com- 
petitor’s cheap rope. 

There are still left in the United States 
a few loyal 100 per cent American rope 
manufacturers, whose various representa- 
tives would be glad of the opportunity to 
talk over your rope problems with you. 

Today in the market there is offered 
many so-called first grades of pure Manila 
rope, but in reality are not even equal to 
the well known manufacturer’s second or 
third grades, and sold as such. 

The reliable manufacturers do not mis- 
represent their goods, but when they tell 
you their rope is worth the asking price, it 
is worth just that and nothing else, based 
on costs of raw material, labor, etc. 

It is the same old story. You always get 
what you pay for, and the writer is posi- 
tive that “Quality” will eventually win out, 
and that some day “First Grade Pure Ma- 
nila Rope” will mean just that. 

Harry Ort, 
Wall Rope Works, Inc. 


Dallas Backs Editorial 
on “Build Prosperity” 


INDIANAPOLIS, INpD.—I have just finished 
reading the June 9th issue of Harpwart 
Ace and find your most interesting and 
valuable article entitled—“BUILD PROS- 
PERITY” by “Selling American Made 
Merchandise.” You certainly have capi- 
talized on the fact that is most vital to 
hundreds and thousands of American man- 
ufacturers and millions of American citi- 
zens, and it is efforts such as yours that 
will help bring the proper situation to 
the front in the minds of the people who 
should buy American-made goods of all 
kinds. 

We are writing our next Harpwarr 
Ace ad along similar lines, utilizing the 
old proverb—“‘You Cannot Make a Silk 
Purse from a Sow’s Ear”—as contributing 
our part to back up your editorial on this 
subject. 

What we need is a lot more of this 
kind of straightforward arguments and 
shall look forward to many other inter- 
esting editorials from your pen. 

M. W. Datras 
Advertising Manager 
E. C. Atkins & Company 


Wake Up Manufacturers 


Campripce, Mass.—Who won the war 
and what caused the depression are ques- 
tions that have had a lot of consideration 
but the question of vital moment now is 
when do we get back to normal business 
conditions. 

In my work as manufacturer’s represen- 
tative I am brought into close contact 
with the hardware dealers and many 
manufacturers. I will say that it is my 
firm opinion that the dealer is showing a 
lot more initiative, more courage, and a 
better grasp of the situation than most 
factories. 

Among manufacturers there are a few 
shining lights; forward looking gentlemen, 
sitting in the game and playing a poor 








hand well but the majorily are still dream- 
ing of the big profits of the past and liv- 
ing in hopes. To the latter class I will 
say: “Never again.” Those days are gone 
forever. The sooner the hardware manu- 
facturer gets down to earth, dresses up 
his line, gets a human viewpoint of condi- 
tions as they are today, and gets out after 
business the sooner will we get back to 
reasonably prosperous conditions again. 

The dealer is not loading up his shelves 
with stable lines. He wants, and will 
buy, live numbers that can be sold. | 
have in mind a comparestively small fac- 
tory making metal goods. They felt out 
the trade, developed two improvements on 
items in their line, priced the goods to 
sell, advertised and went after business. 
Wel!, all I can say is that it is hard to 
get orders filled on their line. They are 
doing business. They have increased their 
1932 business 100 per cent .over that of 
1931. They are making money, and doing 
their share to bring back normal condi- 
tions, and to give the dealer something 
with appeal. I have in mind other firms, 
much larger and better able to hit the 
ball harder but they are so busy bemoan- 
ing low prices and lost profits that they 
have no energy left for aggressive sales- 
manship. 

In the name of all the gods of Amer- 
ican Business where is the old fighting 
spirit of American Builders! Has it 
passed like the clipper ship? ‘The man- 
ufacturer who will get back again to the 
old ideals andthe harness of a few years 
past, who will shape his line to meet 
present demands, who will advertise and 
place his goods before the deale:, I say, 
if he has read the signs of the times 
right, he will find the deale1s anxious and 
ready to buy. What we need is a face 
about, better lines, better cooperation, bet- 
ter merchandising, more help for the re- 
tail dealer. Manufacturers must again 
discover the old winning triumvirate of 
Work, Advertising and Salesmanship. 

A. H. Brown 
Manufacturer’s Agent 


Uses Hardware Age 
, Advertising Feature 


Prarnrietp, N. J.—The writer is person- 
ally glad of this opportunity to tell you 
that he finds your magazine very interesting 
and helpful in many ways. The section in 
each issue devoted to Suggestions for Ad- 
vertising is well gotten up and offers many 
good ideas. The articles by Saunders Nor- 
vell are always refreshing and furnish con- 
siderable food for thought. The section 
“What’s New for Retail Hardware Stores” 
often contains good live information on 
some article of interest to us. On the whole, 
the writer considers your magazine one of 
the best edited of the many to which we 
subscribe for our two retail stores. 

WituiaM Littte, 
Advertising Manager, 
J. D. Loizeaux Lumber Co. 


The Tide Has Turned 


PuitapeLpHiA, Pa.—Evidence is increas- 
ing that the tide has turned. It isn’t nec- 
essary to recount the various occurrences 

(Continued on page 55) 
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How’s ae Hardware Business? 


Mr. James interprets for 
hardware men, such basic 
factors as, crop outlook, 
freight car loadings, circu- 
lation of money, building 
progress, employment, etc. 
He also deals with specific 
price trends, demand for 
merchandise, shortages 
and future outlook as re- 
flected by his study of the 
national hardware market 
situation. 











Aug. 30, 1932. 


S week succeeds week, with no 
A abatement of the prevailing 
fashion for optimistic thinking 
and speaking, the more tangible bet- 
terment of acutal ordering is quietly 
spreading. The prospects for a busier 
Fall in retail, wholesale and essen- 
tial manufacturing lines, seem so as- 
sured that buyers are bestirring them- 
selves to replenish stocks. A _ willing- 
ness to do business is found in many 
places where doors had for a long time 
been almost closed to salesmen. 

The hardware retailer has never been 
so periodically wont to “go to market,” 
as have his neighbors in the clothing or 
dry goods field. But there has been a 
real trek lately of the proprietors and 
buyers of live stores, to the leading 
hardware centers—prepared and _in- 
terested for the real placing of orders, 
and for the study of new goods and 
new methods. 

Style changes may not affect hard- 
ware as sharply as they influence wear- 
ing apparel sales, but improvements 
have been none the less rapid and 
radical. New lines, finishes or values 
have never before been so frequent, 
for example, in housewares, electrical 
and sports supplies or toys, and neither 
retailer nor jobber can hope to keep 
up to date without constant study and 
inquiry. Perhaps, too, the hardware 
visitor and student learn equally valu- 
able lessons as to concentration, and the 
dropping of obsolescent goods. 


Outlook Decidedly Improved 


Concerning trade in general, Dun’s 
Review is outspoken in recording that 
the outlook is brighter than at any time 
in the last six months, and in some 
branches of activity, better than at any 
time in the last two years. Accom- 
panied by further increases in many 
commodity prices, well-sustained se- 
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curity markets and a wider, but some- 
what uneven expansion in general in- 
dustry, wholesale buying in particular, 
has assumed a quicker pace, with 
orders reaching recent peak levels in 
many instances. 

Department stores are transacting 
a slightly heavier volume of business 
and report a better demand for Fall 
supplies, though chiefly in the mod- 
erate-priced and cheap grades. The 
August movement of summer merchan- 
dise was somewhat stimulated by the 
prolonged warm weather. 


Security Upturn Stimulates 


Without debating the duration or 
the permanence of the sensational rally 
in the prices of stocks and bonds, it 
may be conceded that, while these 
higher quotations rule, several million 
shareholders and their families are 
going to think less of scrimping and 
more of spending. Every added day of 
this sustained rise will see more buy- 
ing of their deferred personal or house- 
hold wants. 

During each year of the depression, 
the number of stockholders in the na- 
tion’s leading corporations has grown, 
and the spreading of several billion 
dollars of added value, recently and 
suddenly, over their holdings is not 
to be overlooked as a business prospect, 
—even if the rise is only partly main- 
tained. 


‘ 


Money Circulation Increases 


The spreading confidence in com- 
modity values also serves to loosen the 
people’s purse-strings. The rise in 
many of these basic staples seems 
rather surer to hold than the more 
spectacular of the security increases. 
Cotton, silk, hides, rubber, coffee, sugar, 
—as well as the staple grains and some 
of the metals, are showing well main- 
tained strength at their higher values 

The proceeds from crops are now 
coming into circulation and are adding 
to the spending power of the farmer, 
despite the increased farm tendency to 
hold up produce shipments, on “strike” 
for higher prices. A special note of 
confidence has crept into the reports 
from the south, due to the sharp rise 
in cotton prices. 

An unusually large number of reports 


to Bradstreet’s in late weeks, mention 
collections as slightly improved, and 
this can be taken as an extremely sig. 
nificant and encouraging factor. Bank 
deposits were a shade higher, and 
check transactions rather sharply high- 
er, during the week ended August 17, 
despite continued action in the security 
markets, according to the weekly fed- 
eral reserve statement for the leading 
cities. 


Failures Show Drop 


The number of bank suspensions in 
the U. S. for the week ended August 
13 dropped to 16, while there were 
six reopenings, according to the 
American Banker. There have been 
168 reopenings, so far, in 1932. Of the 
banks which closed in 1931, at least 
150 have been replaced by new units 
in addition to the many which have 
resumed business. 

Mercantile failures as reported to 
Bradstreet’s fell sharply during the 
week ended August 11, from 572 to 511. 
The decline is notable in that it runs 
counter to the normal trend at this 
season. Improvement in retail trade 
conditions seems largely responsible. 


News of the Farms 


Reports indicate that harvesting of 
Spring wheat is practically completed 
in the northwest, with active progress 
made in threshing. Corn prospects 
throughout the greater part of the belt 
are good, growth being further ad- 
vanced than usual, although the August 
lst government report surprised the 
country by reducing the estimated crop 
by 176,000,000 bushels. The tobacco 
crop in the South is estimated to be 
far below normal, and, consequently, 
higher prices are anticipated. 


Employment Situation 
Shows Definite Upturn 


A definite upturn in employment in 
July was reported August 21st by the 
labor department, which noted strong 
indications that this upward trend was 
not entirely of a temporary character. 
July witnessed the first really notice- 
able expansion in industrial activity so 
far this year. Conditions in the boot 
and shoe and textile industries gener- 
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HOW FAR AWAY IS A DUCK? 


On another page in this issue, Remington has an 
advertisement about the most popular duck gun 
in America—the Model 11 Autoloader. 

Most duck shooting requires a hard-hitting, 
long range load, and | want to remind you that 
Kleanbore Nitro Express leads the world in this 
type of load. If we should publish all the reports 
we get from shooters about the remarkable dis- 
tances at which they bring down birds with Nitro 
Express, you simply wouldn’t believe them. As a 
matter of fact, we’re doubtful about some of 
them ourselves—not that we suspect our shooter 
friends of willful exaggeration; but it’s frequently 
difficult to judge distances accurately and honest 
mistakes are possible. 

It’s really not important whether this or that 
individual actually did knock down a mallard or a 
pheasant at 90 or 100 yards. The important point 
is that just as soon as shooters start using Nitro 
Express Loads, they start making longer shots than 
they ever before thought possible. They become 
so enthusiastic that they start telling us about it. 


REMINGTON ARMS COMPANY, 


They seem to think we don’t appreciate the won- 
derful range and killing power of Nitro Express. 
They think we’re too modest in our claims. 

But it’s not our policy to make claims based on 
the occasional performance. We say in our adver- 
tisements that Nitro Express Loads nail ’em at 60, 
70 and 80 yards, and even at greater distances. 
We know that’s true and we know that they'll kill 
farther than any other long range loads. 

All over the country more and more shooters 
are constantly learning that this is true. The 
stories of phenomenal shots with Kleanbore Nitro 
Express are passed along by word of mouth wher- 
ever shooters gather. Dealers who understand 
this situation are pushing Nitro Express Loads 
exclusively for long range shooting. And by 
doing so they’re winning confidence, good will, 
and repeat purchases from their customers. 
Your jobber will supply Kleanbore Nitro Ex- 
press in green boxes 
and green shells. Don’t A Aanrsree 
submit to substitution. President 


Inc. 





BRIDGEPORT, CONNECTICUT 


Manufacturers of Arms, Ammunition and Cutlery—Originators of Kleanbore Ammunition 
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The Greatest Value Ever Offered—The Remington Standard American Dollar Pocket Knife 
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ally improved. A number of these 
factories increased operations to a full 
time basis, recalling many hundreds of 
workers who had long been idle. News 
of added workers at railroad shops, 
and in many diversified industries, is 
of pleasing frequence in the daily 
press. 

Very little change occurred in the vol- 
ume of employment in iron and steel 
mills, whose operating schedules re- 
mained far below normal. Part time 
activity was. reported general in the 
automobile factories. The upturn in 
coal mining in a number of the anthra- 
cite fields resulted in the return to 
work of several thousand men. The 
acceptance on August 10th by mine 
labor officials, of a reduced $5 per day 
wage schedule, has opened the way to 
work for 150,000 Illinois soft coal 
miners, who had been idle since April 
Ist. Operations are hampered, how- 
ever, by strikes and picketing on the 
part of groups who have not approved 
the wage cut. 

Work was started on many new high- 
way contracts, which with the projects 
already under way provided employ- 
ment for large numbers of men. This 
expansion in road construction resulted 
in increased activities in the stone 
quarries and cement mills, where ad- 
ditional workers were also engaged. 
Harvesting in the agricultural areas 
was in full swing and thousands of men 
and women were engaged during the 
month. 

Even relief agencies are laying added 
emphasis on jobs of public service, or 
of any sort, as a requisite to aid given 
to any able-bodied citizens. 


Industrial Bright Spots 


The largest favorable foreign trade 
balance for the year was reported by 
the commerce department for July 
when exports of $107,000,000 exceeded 
imports by $28,000,000. The favorable 
balance in June, 1932, was $3,000,000 
and in July, 1931, was $6,000,000. 

One of the most bullish reports on 
cotton cloth sales this year was issued 
August 15th, showing sales for July 
were 57.1 per cent above production, 
and 16.9 per cent over output, while 
unfilled orders on July 31st, showed a 
gain of 33.4 per cent over the beginning 
of the month. Reduction of stocks 
amounted to 7.8 per cent. Production 
was held down to the lowest rate on 
record. 

Production of soft coal during the 
week ended August 13th was estimated 
at 4,695,000 tons by the U. S. bureau 
of mines. This is an increase of 230,- 
000 tons over the preceding week, de- 
spite the strikes in some Illinois fields. 
Anthracite output amounted to 666,000 
net tons, a decrease of 94,000 tons 
from the preceding week. 
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Reports from Boston indicate good 
activity among shoe manufacturers, 
particularly those making cheaper 
grades, and paralleling the strength in 
the hide and leather markets. The rise 
in hide prices to around 6 cents per 
pound, compared with a June low of 
334 cents, has forced partial advances 
in leather prices. The shoe industry 
and other consumers are reported will- 
ing to pay the higher figures. 

Pneumatic tire shipments for June 
were the highest on record, amounting 
to 10,366,640 casings, against 4,258,116 
in the previous month and_ 5,571,886 
in June, 1931, according to the manu- 
facturers’ association. Production in 
June totaled 5,643,329 casings, against 
3,820,063 in the preceding month, and 
about the same as in June, 1931. 
Pneumatic casings in the hands of 
manufacturers June 30th also reached 
a low point for all time. 

Electric output in the United States 
for the week ended August 13th held 
rather steady, at a decrease of only 
13.1 per cent from a year ago. This is 
the same per cent of decrease as in the 
preceding week. Atlantic seaboard 
showed a drop of 10.1 per cent and 
New England a drop of 11.2 per cent 
from 1931, relatively more favorable 
than other sections. 


Prices and News of Hardware 


August has seen a sharp rise in the 
price of a number of cotton products 
sold by the hardware stores. Cotton 
twine makers issued two advances with- 
in ten days time. The recent lowest 
prices on competition sash cord and 
braided clothes lines have also disap- 
peared. Cotton duck is being quoted 
five to ten per cent higher by some 
producers. These changes may not be 
fully passed along to retailers for the 
present, for many wholesalers have 
sufficient stocks to avoid an immediate 
buying test of the new values. Cotton 
gloves and mittens for fall distribution 





are selling freely, as the manufacturers 
have not yet announced any higher 
prices. 

Lead and lead products have con- 
tinued a rather rapid increase, pig 
lead from its July 18th low of $2.65 
per 100 lb., New York, had taken six 
advances to an August 17th mark of 
$3.30. The 1931 high, however, was 
$5.00. Sheet lead, lead pipe, solders, 
babbitt metal and all staple lead prod- 
ucts have followed the upward trend, 
but more moderately. Pig tin has also 
been going up, and this has further 
affected solder lines. The Kester core 
solders were advanced August 17th one 
cent per pound, and the common 50/50 
bars are up that much or more. 

There has been an unexpectedly 
large reduction of 15 per cent in the 
price of rubber covered code wire. 
This is ascribed by wholesalers to a 
sharply competitive situation among 
the manufacturers, following recent 
attempts to steady the market. The 
price of BX armored cable has been 
lately advanced $1.00 per 1000 feet. 

Hexagon and square strip shingles 
were advanced by the manufacturers 
about 10 to 124% per cent on August 
10th, and prepared roofings were 
marked up a similar amount a week 
later. These changes contrast with 
closely “ preceding declines, and the 
many recent price moves on roofing, 
one way or the other, have been so un- 
settling as to cause natural doubt 
among distributors as to the perma- 
nence of any announcements in that 
particular line. 

Since the earlier downward changes 
on paint and varnish lines, prices have 
remained very steady, and sales at the 
lowered figures have improved. The 
linseed oil market has kept an even 
trend for some time, with turpentine 
fluctuating only slightly. Starting 
orders from dealers are now being 
placed for~future requirements of de- 
natured alcohol, for non-freeze uses. 





How to Use Trade Acceptances 
(Continued from page 34) 


your working capital is tied up in 
receivables by furnishing you a two 
name piece of commercial paper 
which your banker will or should dis- 
count for you, especially when he can 
rediscount with the Federal Reserve 
Bank, whereas had he loaned you on 
your accounts receivable, he could 
not have rediscounted. A National 
Bank may have loaned you or your 
regular line of credit up to the legal 
limit, but it can still discount for you 
the Trade Acceptances of your cus- 
tomers bearing your endorsement. 


Even if you don’t discount them, they 
represent in your portfolio a protec- 
tion and secondary reserve in case of 
need. 

The Trade Acceptance fits in won- 
derfully well in the jobbing trade. 
The manufacturer selling to jobbers 
can stimulate prompt payment of his 
jobbing accounts on the basis of reg- 
ular terms and have the means of 
effectually following their payment 
by advising the bank through which 
it is payable to wire immediately if 

(Continued on page 64) 
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DUCK 


BE SURE TO STOCK 
Sasa ona bales’ X dlanae 
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With a duck shooting season of 
two months definitely assured 
by presidential proclamation, 
there are bound to be a lot 
more duck loads sold this year. 


According to reliable reports, 
breeding conditions have been 
favorable and all indications 
point to a good flight of water- 
fowl this fall. So be sure to have 
your jobber send you an ade- 
quate stock of Super-X long 
range shells—the load with the 
Short Shot String. 


Seat ta 


Experienced duck and goose 
hunters know how Super-X 
reaches up and pulls down the 
high fliers that are out of range 
of other loads. That’s why 
Super-X is the most widely 
used, best known heavy load 
on the market. 


Check over your shell stock 
now and be ready for the two 
months’ selling season for 
Super-X. 
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The VALUE of Western Quality 


To the Retailer of Ammunition 


Shooters accept Western Shotgun Shells and Cartridges as 
outstanding developments for the types of shooting for 
which each is intended. The quality is known. Less selling 
effort is required. And with this simplified line you can 
meet the requirements of your trade with a minimum of 
stock. Western Super-X, Xpert, Field and Minimax shells 
are fast selling items that fulfill every shooter's needs. 


Western Quality means that every factor in the making 
and loading of Western shells, Western Lubaloy cartridges 
and Western Super-X long range .22’s is of the very high- 
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| “ standard. a ne ep ae developments WAD IS SEALED TIGHT AGAINST INTERIOR CIRCUMFERENCE OF GUN BARREL 
. that are patented .. . found only in Western ammunition. Note how the edges of the patented Western Composition Wad expand under 
For example—the composition wads used in all Western pressure and provide a perfect seal. This prevents the hot powder gas from blow- 
shells are a marked improvement over other wads. They ing past the wad into the shot charge where it would seriously affect the pattern. 
i s : The wad never fails in its function because it retains its resiliency, its texture is 
i are an exclusive Western feature, protected by four always of uniform density, and it is waterproof. Other wads do not always main- 
' patents.*... The diagram above shows how tain uniform texture and size. They can 
Western Composition Wads provide a per- roe lt yt “ 2 of eg the By 

’ : weight, an y giving off moisture into the 

fect seal, preventing the hot powder gas from powder set up excess pressure. 


blowing past the wad and melting the shot. 


GAME PLENTIFUL THIS YEAR 


Encouraging reports point toa plentiful supply of game and good hunting 
this year. Stock Western and you'll sell it. Lubaloy center fires for big 
game. Super-X long range .22's for small game and target shooting. The 
Super-X long range load for wildfowl. And the fast, hard-hitting Xpert 
shell for upland game. Its low price and high quality make money for 
: you and save money for your customers. It will pay you to get in touch 
; with the nearest Western jobber. 

/ Western Cartripce Company, 955 Adams Street, East Alton, Ill. 

Branch Offices: Jersey City, N. J., San Francisco, Calif. 

*Patented U.S. A. 1,659,649—1,577,426—1,576,579—1,485,337- 
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Above: Several Western Composition 
Wads placed in an ordinary. iron clamp. 
Note how the edges expand under pres 
sure, providing a tight seal against powder 
gas. If a wad fails to do this it fails in 
its principal purpose. 









Always Ahead of Competition 


Printed in U.S. A. 





Who Makes It? 


Information regarding sources of supply as provided readers of HARDWARE AGE 
by its Buyers’ Catalog Department, is presented here as an aid to others 
seeking the same articles. Much of this information will be available to 
readers in the Annual Catalog and Directory Number which will be the 
Sept. 29, 1932, issue of Hanpware Acg. This issue will contain most complete 
listings of manufacturers of hardware and related merchandise, condensed 
catalogs of leading manufacturers and additional reference data that will 


be useful to the trade throughout the year. 


It will be an issue which our 


readers will wish to retain in their files until supplanted a year later by the 


Linpen, N. J.: Who makes Mo- 
hawk and Big Chief floor or push 
brooms?—K. & A. Hardware Co., 
Inc. 

ANSWER: New Jersey Brush Mfg. 
Co., Newton, N. J. 


* * * 


Rareicu, N. C.: Provide names 
and addresses of domestic manufac- 
turers of oblong wooden bread trays. 
—Carolina Hardware Co. 

ANSWER: H. A. Stiles & Co., 174 
Portland St., Boston, Mass.; J. Shep- 
erd Parrish Co., 809 W. Madison St., 
Chicago, IIl., and Barnes Mfg. Co.., 
Mansfield, Ohio. 


* * * 


Ripcewoop, N. J.: Who makes 
block flower holders that fit inside 
vases ?—Ridgewood Hardware Co. 

ANSWER: McKee Glass Co., Jean- 
ette, Pa.; H. C. Fry Glass Co., Roch- 
ester, Pa., and Patent Novelty Co., 
Fulton, Il. 

Santa Fe, N. M.: Furnish names 
and addresses of several manufac- 
turers of peanut butter mills.— 
Beacham-Mignardot Hardware Co., 
Inc. 

ANSWER: The Hobart Mfg. Co., 
Troy, Ohio; Enterprise Mfg. Co. of 
Pennsylvania, 3rd & Dauphin Sts., 
Philadelphia, Pa., and B. C. Holwick, 
Canton, Ohio. 

New Or eans, La.: Who distrib- 
utes the Allegro razor stropper for 
double edged type blades, and which 
is an imported item?—R. D. Pitard 
Hardware Co., Inc. 

ANSWER: Allegro Sales Co., 34 
S. 17th St., Philadelphia, Pa. 


* * * 

Jersey City, N. J.: Furnish name 
and address of the maker of Datha- 
kin and Dakalite, which are paint 
products.—Lancaster Hardware Co. 
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1933 Catalog and Directory Number. 


ANSWER: Dakalite Products Co., 
Minot, N. D. 

* * 7 

Jounson City, TENN.: Provide 
names and addresses of manufactur- 
ers making a very small apple or 
cider mill and press suitable for 
household use.—Summers Hardware 
Co. 

ANSWER: M. J. Brown Mfg. Co., 
Cumberland St., Philadelphia, Pa.; 
Wrightsville Hardware Co., Wrights- 
ville, Pa., and Rock Island Mfg. Co., 
Rock Island, III. 


* * * 


Bain, Pa.: Advise where a game 
called Bingo, which is played at pic- 





Watch for the 


Catalog and Directory 
Number of 
Hardware Age 
Published Sept. 29th 
This is the successor to 


the well known Hard- 
ware Age Catalog for 
Hardware Buyers, (the 
Green Book). You will 
want to keep this new, 
revised catalog for refer- 
ence. It will teil quickly 
who makes almost any 
item of merchandise you 
may be interested in. 

It will bring you the con- 
densed catalogs of more 
than 160 manufactur- 
ers, giving detailed in- 
formation about their 
products. 

More than 500 pages of 
helpful information. 


Watch for it. 





nics and fairs can be obtained.—— 
D. B. Stambaugh. 

ANSWER: William Rott, 53 E. 
9th St., New York, N. Y. 


* * * 


GARRATTSVILLE, N. Y.: Where can 
repairs for a Missouri grain drill be 
obtained ?—E. E. Steele & Son. 

ANSWER: Genesee Valley Mfg. 
Co., Mount Morris, N. Y. 


* * * 


Dansury, Conn.: Who in New 
York makes hatters’ rounding jacks? 
—Heyman Hardware Store. 

ANSWER: J. B. Mast Co., 28 W. 
4th St., New York, N. Y., and Rob- 
erts, Cushman & Co., 10 Washington 
Place, New York, N. Y. 


* * * 


Weston, W. Va.: Who makes tree 
surgery tools?—-Weber Hardware 
Co. 

ANSWER: Mack Tool Co., Inc., 
West Commercial St., East Rochester, 
33 

* * * 

Hempstead, N. Y.: Can you ad- 
vise us of a printing company similar 
to the company that puts out the 
Bunting System of advertising ?— 
Cashel Supply Go., Inc. 


ANSWER: 
Waupun, Wis. 


* * * 


Scrap Books, Inc., 


RIMERSBURG, Pa.: Who makes 
Mossman _ pitching horseshoes?— 
Rimersburg Hardware Co., Inc. 

ANSWER: Putt-Mossman Horse- 
shoe Co., Inc., Rochester, N. Y. 


* * * 


Youncstown, O.: Where can pa- 
per chamois and paper dish cloths 
be obtained?—The Stambaugh- 
Thompson Co. 

ANSWER: Masland Mfg. Co., 
Philadelphia, Pa. 
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ABOUT PEOPLE 
(Continued from page 31) 


in discussing people—the chapter of 
friendships. When one grows old 
and looks back upon a long life it is 
surprising to note how much friend- 
ship has to do with worldly success. 
If a young fellow does not make any 
friends the general feeling is there is 
something wrong with him. Here in 
New York at the time of the panic, 
a young broker got into serious dif- 
ficulties. He did not have a friend 
who would help him. He struck me 
as a very bright, intelligent fellow 
and I wondered why, for the lack of 
a comparatively small amount of 
money, he was allowed to go to 
smash. I asked one of his friends 


what the trouble was with him. Here ~ 


is the answer. He was too high hat. 
He thought he knew it all. He was 
too smart. He loved to argue on 
every subject, and while he might win 
the argument, he almost invariably 


lost the possibility of a friend. He 
was never satisfied. He always 
wanted to chisel something more out 
of the other fellow. He argued with 
his banker, with his customers, and 
with his business associates. Noth- 
ing gave him more pleasure than to 
win some little advantage. Some- 
times he would brag of these contests 
and tell how he came out on top, but 
when the big occasion arose, when 
his entire business career depended 
upon his having friends, he did not 
have any. He won all sorts of little 
arguments and little advantages, but 
when the crisis of his life came he 
went to smash. To be frank nobody 
had any use for him. 

So therefore and consequently I 
have gotten it out of my system, that 
all of our advertisements would be 
better if we wrote more about people 
and this is just because people are 
more interested in other people than 
anything else, even our own wonder- 
ful line of goods. 





HOW TO USE TRADE ACCEPTANCES 


(Continued from page 46) 


not paid, causing its non-payment to 
be brought to your immediate atten- 
tion. 

There is no objection to the use of 
the Trade Acceptance by suppliers 
selling to contractors for the build- 
ing trade, for the reason that taking 
an Acceptance on the basis of regular 
terms of sale or notes beyond that 
does not destroy your lien rights un- 
less you specifically agree, provided, 
and this is important, that the term 
or maturity date does not run beyond 
the statutory time fixed for enforcing 
your lien. If in such a case the Ac- 
ceptance is not paid and you take 
your remedy by enforcement of your 
lien, you will not be suing on the 
Trade Acceptance, but relying solely 
upon your lien rights and the dis- 
honored Trade Acceptance or note 
should be tendered back to the ac- 
ceptor. The statutes and cases of 
your State should be carefully con- 
sulted when the Trade Acceptance or 
notes are used where lien rights are 
involved. A good practice in this line 
of business is to take the Acceptance 
as collateral to the account and not in 
payment thereto. 

The Trade Acceptance has, when 
used to cover the regular terms of 
sale period, several advantages from 
a collection standpoint, in that the 
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day it is due it automatically calls at- 
tention to itself in the hands of the 
bank where payable, as an obligation 
that has to be paid that day, and an- 
other advantage is that it is charge- 
able by the bank to the depositor’s ac- 
count the same as a check. It is also 
an acknowledgment of an amount cer- 
tain that is due, whereas many 
grounds for disputing a monthly 
statement can arise or be imagined, as 
happens too often. 

We have treated upon the technical, 
legal and theoretical ‘aspect of the 
Trade Acceptance. The practical 
side, based upon experiences with 
customers, banks and under varying 
economic conditions is not so en- 
couraging, therefore for the benefit of 
those who may be interested, the 
other side of the picture is presented. 

Too often, in endeavoring to en- 
courage the customer to pay or remit 
by using the Trade Acceptance, he 
takes the view that prior to the date 
you are entitled to the money under 
the regular terms of sale, he is, with- 
out any advantage to himself, sup- 
plying the seller with negotiable pa- 
per on which he can, by paying the 
discount charge, realize cash for fur- 
ther use in his business, and feeling 
this way, the customer (and you can’t 
lose sight of the fact that he is your 





customer) feels that if he is going to 
do this for you, then you should do 
something and make the terms a little 
longer. It breaks down the relation- 
ship and a prompt paying or dis- 
counting cash customer gets the paper 
settlement idea, over-buys on an ex- 
tended term Trade Acceptance basis, 
hoping he can turn the stock, when if 
he knew he had to pay cash on regu- 
lar and shorter terms, his buying 
would have been more conservative. 
In some cases that have come to my 
attention, they have not been well re- 
ceived by banks, in that even in cases 
of the two, names to the Trade Ac- 
ceptances, being of unquestionable 
standing and able to borrow on their 
own single name paper at 414 per 
cent, the banks charged 6 per cent to 
discount Acceptances. 
Often the customer, when asked for 
a Trade Acceptance, will, instead of 
giving one to mature on the discount 
date, as had been his pay habit, in- 
sist on accepting to mature on net 
terms, take the cash discount and add 
interest to the Trade Acceptance. 
This is of course unfair and defeats 
the whole idea of the Trade Accep- 
tance, conforming to the regular 
terms of sale and defeats the theory 
that cash discount is allowed as a 
premium for early payment in cash. 
Under existing conditions there are 
so many companies buying and sell- 
ing, where financial conditions are 
such that even their joint paper in the 
form of a Trade Acceptance would 
not even at the high discount rate of 
6 per cent be acceptable at the bank. 
When considering the use of the 
Trade Acceptance to take the place of 
your open book accounts, considera- 
tion should be given to the matter of 
how will it effect the relationship 
with your your customer. Will it aid 
or slow down collections? Is your 
competitive position such that it will 
create resistance, etc., and if you ex- 
pect to use the Trade Acceptances 
with your banker, because he will not 
loan you on your own note and your 
customers generally are having 
trouble in solving their own prob- 
lems, I would suggest that before 
trying to push the use of the Trade 
Acceptance too far with your cus- 
tomers, you first consult with your 
banker and find out how far he will 
go with you and to what extent he is 
assisting in carrying out the recom- 
mendations of the Federal Reserve 


Bank. 
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MARVIN’S STORE MEETINGS 


ing should be devoted to helping 
Guy get properly started here in 
the store. 

“Now I’m not kicking,” he 
went on earnestly “you fellows 
were all fine about helping me 
when I first came here. At the 
same time it was slow work get- 
ting onto all the ropes. I think 
we can do a lot to help Guy, by 
sort of giving him a mental pic- 
ture of how the business op- 
erates and what his part in its 
operation is. I am going to ask 
Mr. Marvin to start the ball roll- 
ing.” 

“Very well, Eddie,” said Mr. 
Marvin, “I'll begin by saying 
that this store, or any store for 
that matter, is simply a service 
station for the people in its 
vicinity. Its function is to have 
on hand the goods its patrons 
need, at the right prices, and so 
arranged that it is easy for them 
to buy. Its success lies in pleas- 
ing the public. There are cer- 
tain things which all customers 
like, so far as a store is con- 
cerned, and our job is‘to make 
them like this store. In general, 
we may say that all prospective 
customers are favorably _ in- 
fluenced by the following things: 

1. A clean light store, with 
goods attractively and conve- 
niently arranged. 

2. Pleasant, well 
truthful employees. 

3. A good assortment of mer- 
chandise, well displayed and 
plainly priced. 

4. Prompt, reliable, courteous 
service. 

5. Prompt, accurate 
eries of purchases. 

6. Proper advice as to use, 
care and service of merchandise. 

7. Accurate handling of or- 
ders, especially those taken over 
the telephone. 

“There are many other items 
which might be included in this 
list, but I think I have mentioned 


informed, 


deliv- 
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(Continued from page 37) 


the main ones,” he went on. 
“Meanwhile here are several 
things which the majority of cus- 
tomers heartily dislike: 

1. Long waits. 

2. Unfulfilled promises. 

3. Unkempt stores. 

4. Carelessness and dis- 
courtesy. 

5. Mistakes and indifference. 

6. Poorly wrapped packages. 

7. Inadequate assortments of 
goods. 

“T am bringing up these things 
because they have a bearing on 
the work which Guy is to do. 
He can prevent many things 
which people do not like to 
encounter in a store. He can 
report shortages of merchan- 
dise; he can make sure that his 
packages are well wrapped; he 
can call the attention of the 
salesmen to waiting customers. 
As stock boy and general handy 
man he can do a good deal to 
make people like this particular 
store. Of course he will not be 
expected to do any selling at 
first, but that is certain to come 
later. Therefore he will want to 
learn all he can about the things 
which are preliminary to selling. 
I will ask Van Davis to give him 
a few pointers along that line.” 

“The first thing for any one 
to do in order to sell, is to learn 
all he can about the goods he 
has to sell; What they are for; 
how they are used, and why they 
are worth the price,” said Van. 
“A lot of this information can be 
obtained from jobbers’ catalogs, 
etc. Ill see that Guy has some 
to take home with him for study. 
He can then ask us questions 
about the things he don’t under- 
stand. Meanwhile I have set 
down a few suggestions concern- 
ing customers that may be of 
help to him. Here they are: 

1. Speak to ‘all customers, 
even if you are not able to serve 
them at once. 


2. Let them know that you 
will serve them as soon as pos- 
sible. 

3. Learn their names and 
address them by name. 

4. Try to find out their likes 
and dislikes, and their fads. 

5. Watch for an opportunity 
to do them a service. 

“T have also listed several 
things to avoid,” he added. 

1. Don’t be overly familiar 
in greeting customers. 

2. Don’t make customers wait 
while you arrange stock. 

3. Don’t 
get untidy. 
4. Don’t hurry customers. 

5. Don’t argue. 

As Van finished talking Eddie 
again took up the lead. “That’s 
fine Van,” he said. “Now I want 
to make a few suggestions in 
regard to Guy’s_ relationship 
with the store employees. That 
is just as important as a proper 
relationship with the customers. 
I think he should first find out 
definitely what his duties- are 
and then make sure that he never 
leaves any of his work for others 
to do. It always creates friction 
when an employee carelessly 
leaves some of his duties to 
others. 

“There’s another thing I had 
to learn,” he added earnestly. 
“When I first came to the store 
to work, I was continually stop- 
ping the boys to ask them ques- 


allow the store to 


tions. Sometimes I held them 
back from serving customers 
promptly. Sometimes I even 


‘butted in’ when they were busy 
with customers. Van told me 
not to do it, and I’m passing it 
on to Guy. It seems to me that 
the fellows in a store are just 
like a bunch of brothers and 
sisters at home. If we play fair 
with them they will play ‘fair 
They won’t stand for 
shirker or a 


with us. 
a talebearer, a 
smarty any more than the mem- 
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Don’t Blame the Times 


t May Be Your Lines! 





Don’t blame it all on the times. 
Perhaps there is something the 
matter with your present small 
tool lines. 


It’s easy to find out. Get the facts 
on Vichek’s new line-up—and 
compare! — Quality — Finishes — 
Design — Profits. And equally 
important! Note the complete- 
ness of the Vichek line — the bal- 
ance of price and quality items — 
Vichek’s unique low inventory 
plan that enables you to reduce 
your investment in small tools and 
concentrate on “best sellers”. Your 
Vichek jobber will tell you or 
write — 


THE VLCHEK TOOL CoO. 
3006 East 87th Street, Cleveland, Ohio 


Wrenches, 


Screw Drivers, Hammers, 


Chisels, Pliers 
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bers of a normal family will, 
and they haven’t a bit of use 
for a fellow who is disloyal.” 
“Perhaps Guy would like to 
ask some questions,” suggested 
Mr. Marvin as Eddie finished 
talking. The new boy stood up 
rather diffidently, “I expect I'll 
ask plenty of questions in the 
next few weeks,” he said “but 
right now I can’t think of a 
single one. Then a reminiscent 
grin spread over his face, “Yes, 
there is one question I’d like to 





have answered,” he said. “I'd 
like to know where to find those 
left handed monkey wrenches 
that you have all been sending 
me for during the last few days.” 

“Did they spring that old one 
on you?” queried Mr. Marvin 
with a smile. “Well never mind, 
my boy,” he went on kindly. “I 
spent half a day once when I 
was your age looking for those 
same wrenches. Its part of the 
game. And now,” he added, “I 
think it is time to have lunch. 





| DELIVERY OPERATION 


ly more elaborate, furnishes a com- 
plete historical record of every truck 
in use. 

In this system a notebook for each 
truck is maintained. The books bear 
the number and make of the vehicle 
on the front cover and are filed in a 
drawer numerically or according to 
makes. Whenever anything is done 
on a specific truck, note of it is made 
in the “history” book of this particu- 
lar truck. Whether the work is grind- 
ing valves, changing of piston rings, 
or merely greasing, the operation is 
noted and dated. Thus the owner has 
a complete history of everything done 
on each truck from the first day it 
went into service. The data is ob- 
tained direct from truck dealer service 
bills or from the cards of the owner’s 
own shop. 

The books are valuable in several 
other ways. A glance over any one of 
them will indicate any particular 
weakness—whether or note the valves 
are being ground too often, if it has 
been in the shop too much for its age 
and usage, etc. A particular valuable 
phase of it is that it offers informa- 
tion on the size of rings used. When 
rings are replaced, the size is noted. 
When new rings are required, the size 
needed can immediately be learned by 
referring to the “history” book, thus 
saving delay in ordering rings out of 
stock, and fitting. The book also 
guards against too frequent work. 
For example, if the engine knocks 
somewhat and overheats, the driver is 
likely to report that the valves need 
grinding and that carbon needs re- 
moving. A glance at the book may 
show that it has been only two weeks 
since these operations were per- 


(Continued from page 36) 


formed, indicating that there is some 
other trouble and saving an unneces- 
sary grinding and carbon-cleaning 
job. 

The third step in the plan is driver 
cooperation. Without his participa- 
tion much of the advantages of 
scheduled maintenance would be lost. 
The driyer’s part in the plan takes 
care of needed repairs and adjust- 
ments which arise from day to day 
but cannot be covered by the schedule. 
He is the only one in position to de- 
tect troubles in their incipient stage. 
He should, therefore, be required to 
report them immediately. The driv- 
er’s report card is used for this 
purpose. 

Every morning the driver before 
taking his vehicle out should take 
with him this card. He should place 
this card in his pocket or in a holder 
in his cab and be instructed to stop 
while on the road the moment a knock 
or other irregularity is heard and 
make a note of it on his card. He is 
not to wait until he gets back to the 
shop in the evening to fill out his re- 
port. This is designed to forestall 
forgetfulness. Before finally turning 
in the card the driver notes the condi- 
tion of the vehicle in spaces printed 
for the purpose and signs it. The 
cards are examined by the owner or 
the individual who was designated to 
assume the maintenance responsibil- 
ity. If the owner has a shop of his 
own, the defects noted on the card can 
be attended to immediately; if not, 
the owner will according to the im- 
portance of the defect decide when 
within the next few days the driver 
shall take the truck to the truck 
dealer service station for correction. 
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Let’s Not Side-Step 





That jobber, a well-known business an- 
nalist recently stated, performs a dual 
role. He must act as salesman for the 
manufacturer and at the same time buyer 
for the retail dealer. It seems to us the 
latter function is the more important. It 
means he must weed out, from the great 
mass of merchandise the manufacturer is 
continually trying to sell him, the lines 
which experience tells him the retail 
hardware merchants on his various terri- 
tories should have to properly meet the 
needs of their communities. 


During the present depression many deal- 
ers have been trying to “get by” with the 
very minimum of merchandise. They 
greet the jobber’s salesman with a curt 
“no” before he has time to even open 
his catalog. No matter what worth-while 
“ammunition” he may have to offer, they 
are “too busy” to consider it. As for the 
jobber’s mailing pieces, they generally 
land in the wastebasket unopened and 
unread. 


Aren’t these dealers “side-stepping suc- 
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Success 


Which is just another way of asking you to give a little more attention to the 
merchandising opportunities presented by your jobber. 


THE GEO. WORTHINGTON CO. 
CLEVELAND 











cess’? Aren’t they deliberately turning 
down helps which would bring many a 
badly needed dollar into their tills? 


We honestly believe many retail hard- 
ware dealers in this country are losing 
ground daily to the department stores, 
the mail order houses and the chains, 
purely and simply because they will not 
cooperate more closely with one or two 
good wholesalers. 


The fall season approaches and with it a 
WIDE SPREAD FEELING OF CHEER- 
FULNESS FOR THE FUTURE! Why not 
take advantage of it? 


If a Worthington salesman is calling on 
you, let him go over with you the good 
things on his latest “CREAM OF THE 
CROP.” Look over the “GOOD WILL 
FOLDER” which will be mailed you in a 
few days. Use our hand-bill set-up to put 
ona successful fall sale. 


Let us help you make the next few months 
definitely better! 
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PUSH -CLIP 


Sells on Si 


with this new attractive 4 color 
Counter Display Card.......ceee. 


hi—Fast! 


KEEP WIRES OFF THE FLOOR 


Justrite Package 


ios set LIP 











Order Yours Today 
Put this new attractive 4 color 
display card on your counter and 
watch men and women buy this 
handy Justrite Push-Clip for 
keeping radio, telephone and 
lamp wires off the floor. Clips 
packed in cellophane envelopes— 
8 clips in each envelope—sells for 
10 cents—card carries 36 envel- 
opes in following color assort- 
ment: White, Old Gold, Ivory, 
Dark Brown, Dark Red, Green— 
to match cord or woodwork. Only 
a 10 cent item—but Oh, how 
it sellsf Write for attractive 
proposition—TODAY. 


JUSTRITE MFG. COMPANY 
073-77 Southport Ave., Chicago, Ill. 

















money 


toys? 


Certainly. 
only at Christmas 


either. 


Read the stories of suc- 
cess in HARDWARE 
AGE. You’ll also find 
the manufacturers 
ready to help you suc- 
ceed. Read their ad- 


vertisements. 


HARDWARE 


And not 


AGE 








| WHAT PRICE RAZOR BLADES 


Q* my desk is a circular sent 
out recently by a wholesale 
drug house to the retail drug 
trade. In it are quotations on 
several items of the type gener- 
ally carried by retail hardware 
stores. That in itself is perhaps 
no novelty. We are, however, 
somewhat astonished at the prices 
quoted, particularly on safety 
razor blades. 
One well known make carries 
a price which several representa- 
tive hardware wholesalers assure 
us is below their actual cost for 
the same goods. To be exact, 
these blades are offered to the re- 
tail druggist at one cent less per 
package than the hardware whole- 
saler is required to pay. At the 
same time the circular states that 
the blades offered are genuine, 
of the latest type, fresh stock and 


factory sealed. There are no in- 
timations that the price in ques- 
tion is a special one for a limited 
time; there are no restrictions as 
to quantity. The circular merely 
quotes the blades along with other 
merchandise, and further an- 
nounces that parcel post or ex- 
press charges will be prepaid on 
all orders amounting to $25 or 
more covering any of the items. 

It seems logical to infer that 
the wholesale drug house referred 
to is either deliberately taking a 
loss of one cent per package, plus 
overhead, on these blades, or that 
it is receiving better prices than 
those accorded the hardware 
wholesaler. In either case it 
would seem a matter worthy of 
serious consideration by both the 
hardware trade and the manufac- 
turer whose goods are involved. 





Cyclone Fence Co. Has 
Traveling Display Room 


A unique display room on wheels has 
been developed by Cyclone Fence Co., 
Waukegan, IIl., to bring a sample stock of 
a large number of items to the door of the 
hardware merchant. 

A large Ford truck is used, in which 
varieties of twenty-two products are car- 
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ried. It is the belief of the Cyclone Fence 
Co. that by taking these samples to the 
merchant a service is being performed 
which will save him time and expense. 
The display truck is on a trial run, and 
whether or not it is o be continued will 
depend upon its degree of service to hard- 
ware merchants as well as upon its ac- 
ceptance. In the localities in which it 
has been shown reaction has been favor- 
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The Atlantic City Hardware Convention 


N impressive element at the joint 
convention of the National 
Hardware Association of the 

United States and the American Hard- 
ware Manufacturers Association in 
Chicago last October was the serious 
attitude with which those in attend- 
ance regarded the Convention. Opin- 
ion expressed by manufacturers and 
wholesalers alike after adjournment 
indicated the conviction that such 
gatherings are worth far more from 
a “dollars and cents” standpoint than 
the actual time and money involved. 

Since last October much has hap- 
pened. There have been many changes 
in the industry. Smaller volume has 
been accompanied by a demand for a 
different character of goods. De- 
pressed conditions have resulted in 
the sale of a larger proportion of 
cheaper goods. Will this demand 
continue, or as conditions right them- 
selves, will the demand for the better 
quality merchandise increase? 

An unbelievable amount of infor- 
mation can be secured by manufac- 
turers and wholesalers at the Atlantic 
City Convention. Manufacturers in a 
few days through contact with whole- 


salers can learn of conditions in all 
parts of the United States, the pros- 
pective demand, classes of goods de- 


sired and other information equally | 


valuable. Wholesalers can 
from the executive heads of manufac- 


obtain | 


turing plants information otherwise | 
unobtainable, and through contact | 


with other wholesalers and producers 
learn of the prospects for the balance 


of 1932 and the first quarter of 1933. | 


Much can be acquired as to methods | 


adopted, economies effected, to meet 
present conditions. Buying and sell- 
ing policies can thus be understand- 
ingly determined. 

Convention attendance this year is 
even more essential than under nor- 
mal conditions. The officers of the 
American Hardware Manufacturers 
Association and the National Hard- 
ware Association have no hesitancy 
in stating that in their opinion the 
Convention in October will exceed in 
interest and importance any held dur- 
ing the past thirty-eight years. 

Headquarters will be at the Marl- 
borough-Blenheim Hotel, Atlantic 
City, N. J. The convention dates are 
Oct. 17 to 20, 1932. 





Letters to the Editor (Continued from page 43) 


that indicate this. They are being given 
full publicity, but to what extent will hard- 
ware retailers and wholesalers benefit? 

If they are caught short of stocks to 
supply an increased demand, will the trade 
pass through other channels and will the 
hardware man lose through a belated cau- 
tion the opportunity to recoup the losses 
he has suffered? Most important of all, 
will he strengthen or weaken his position 
as a dependable source of supply for hard- 
ware. 

Many wholesalers think that because 
manufacturers of hardware are operating 
far below capacity, that they can take care 
of a greatly increased demand and ship 
orders promptly as they have been doing. 
Factory capacity, however, in lines such as 
tools requiring skilled workmen is not a 
question of buildings or machinery, but of 
men. Factory working forces have been 
reduced to take care of only the present 
volume of business. It will be slow work 
to build them up again. 

Stocks in the hands of retailers and 
wholesalers, while they may be adequate 
for the present volume, will be totally in- 
adequate for any volume such as the aver- 
age for the years preceding the slump. Any 
effort to build up these stocks will multiply 
the demands upon the manufacturers. It 
is a foregone conclusion that history will 
repeat itself when business comes back in 
delayed shipments and rising prices. 

Many items in the tool line are being 
sold below cost. Added to these costs will 
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be the new taxes and the advance in 
freight rates both inbound and outbound. 
If I were a buyer I would order to build 
my stock as soon as I saw the demand 
in my territory showed an increase. 
Fayette R. Pius, 
President, Fayette R. Plumb, Inc. 





Uses “Competing Seconds” 


Ciark’s Summit, Pa.—I read your arti- 
cle “competing Seconds” (HarpwarE AGE, 





July 7, 1932) with much interest, and I am | 


in perfect sympathy with your article. | 


The hardware trade should have the sec- 
onds. I have felt the need of “seconds” to 
back up my “firsts” many a time or to use 
as a trade puller. 

About a week ago I was fortunate 
enough to purchase some seconds in pliers, 
cold chisels and wrenches. I put them in 
the window along with some other tools, 
marked them seconds, and put a price on 
them. 

They have drawn some sales for them- 
selves and also for the better tools. 

Just today one man bought a 14-inch 
pipe wrench which was in the window and 
marked “a second for 75 cents.” Before 
he left the store he bought a $2 hammer, 
an 85 cent belt punch, a $2.50 pair of 
pliers and a number of small tools, all 
firsts. 

I don’t think this man would have come 
in if he had not seen that pipe wrench. 

L. W. Bunnett, Hardware Merchant. 


1 
| 





Here’s the Improved 


WOOSTER 
SAMPLER 
SYSTEM 


Greater Value—Lower Price 








Now! More reasons than ever why you 
should install this unique, simplified brush 
selling system. Priced at $12.50, the 
Wooster Sampler System costs less yet 
its value is considerably greater. Think 
what you get: 
1 The swinging metal panel display 
* with a complete model line of 26 
selected WOOSTER Foss-Set BRUSHES 
to increase your sales, turnover and profit. 
= The new, combination handy stock 
*, control guide and brush sales-aid 
card . . . attached to display panel for 
convenient reference by you and your 
customers. 
3 A self-display carton containing 24 
© full 3 oz.—10c—packages of BRUSH 
CLEANER By -WOOSTER—the magic, 
new cleaner with a novel profit-building, 
merchandising idea. 
4. Attractive advertising to identify 
* your store as headquarters for na- 
tionally advertised WOOSTER Foss-Set 
BRUSHES. 
5 The new book of “quick” order 
e blanks to save your time. 


50% MARGIN FOR YOU 


Sampler Costs ......... $12.50 
Retail Value ........... 18.80 
Your Margin ........... $ 6.30 


—and on Wooster Brush refills to the 
panel your margin averages better than 
62%. 

At $12.50—it’s a whale of a_ bargain! 
Order from your jobber or The Wooster 
Brush Company, Wooster, Ohio. 
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KESTER SOLDER CO. 
DEVOTES SPACE TO 
HELP EMPLOYMENT 


The sentence, “Help Unem- 
ployment by Purchasing U. S. 
Products Made by U. S. Labor” 
will be prominently displayed in 
heavy type in the body of adver- 
tisements of the Kester Solder 
Co., Chicago, Ill. “The idea of 
urging the purchase of U. S. 
made products is not, in itself, 
new,” said F. C. Englehart, presi- 
dent, Kester Solder Co., “But 
often these efforts have been in 
connection with a_ particular 
product only, and, therefore, 
have lost much of their sincerity 
and effectiveness because the 
public sensed that the adver- 
tiser was merely taking a new 
means of endeavoring to sell his 
own product. 

“In our own case, we have 
virtually no foreign competition. 
Therefore, we, ourselves, have 
little to gain directly. Our idea 
is simply to help unemployment 
generally throughout the United 
States by urging the purchase of 
products of any and every kind 
that are made in the United 
States by American labor. 

“We believe that if a large 
number of American manufac- 
turers and retailers adopt and 
use this slogan in their adver- 
tising, it will have an important 
effect on the unemployment 
situation. We devote approxi- 
mately one-fourteenth of our to- 
tal advertising space to this 
message. What this means in 
dollars and cents, we haven't 
stopped to figure out—though it 
comes to a_ respectable sum. 
The effect on the public, we feel 
sure, will be beneficial to every- 
one.” 


OPENS NEW BRANCH 


Mahowald Hardware has 
opened business at 114 North 
Main Street, Crookston, Minn., 
and is affiliated with Joseph 
Mahowald, Grand Forks, Minn., 
a retail hardware and harness 
business, founded in 1882. A. N. 
Glasser and Arthur Eidem will 
operate the Crookston branch. 
Mr. Glasser was formerly with 
Marshall-Wells in Duluth. Mr. 
Eidem has spent his entire busi- 
ness career in the hardware 


field. 
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L. A. HOEFLICH 


HOEFLICH IS TREASURER 
SUPPLEE-BIDDLE CO. 


At a recent meeting of the 
board of directors of Supplee- 
Biddle Hardware Co., Philadel- 
phia, Pa., wholesale distributors, 
L. A. Hoeflich, secretary of the 
company, was elected to the of- 
fice of treasurer, succeeding the 
late George S. Spence. Mr. 
Hoeflich, who has been with the 
organization for many years, will 
continue his duties as secretary 
of the company in addition to the 
treasurership. 

EVANSVILLE MERGER 

RUMORS UNFOUNDED 


George Clifford, general man- 
ager, and Robert Raymond, sales 
manager, Evansville Tool Works, 
Inc., Evansville, Ind., have is- 
sued a statement that rumors re- 
garding the sale or merging of 
that organization with another 
business are entirely unfounded, 
and that the company will con- 
tinue as an independent manu- 
facturer as it has been for the 
past fifty years. 

A new Evansville price sheet 
has just been issued, in which 
several changes have been in- 
corporated. 

SURPLESS DUNN TO SELL 
BROWN FENCE 


Surpless Dunn & Co., 74 Mur- 
ray Street, New York, N. Y., and 
34 North Clinton Street, Chicago, 
Ill., has been appointed exclusive 
domestic and export sales repre- 
sentative for the H. L. Brown 
Fence & Mfg. Co., Cincinnati, 





Ohio, manufacturers of orna- 
mental wire lawn fence and re- 
lated products. 


DRESCHER PREDICTS 
ACTIVE PAINT SALES 


Norman W. Drescher, vice- 
president, Valentine & Co., New 
York City, has announced an ag- 
gressive merchandising campaign 
which started off on Aug. 9, 
with a conference in New York 
City, with the Valspar Asso- 
ciates, a cooperative organization 
comprised of 75 leading dealers 
handling the company’s line in 
all parts of the country. Com- 
menting from his own observa- 
tions and the reports gathered 
at this Aug. 9 meeting, Mr. 
Drescher expressed the opinion, 
“I confidently believe that the 
turn has come for the paint in- 
dustry and that the fall of 1932 
and the year 1933 will see the 
incoming business tide setting in 
earnest.” 


DWELLEY, SALES MGR., 
JEWETT REFRIGERATOR 


George M. Dwelley, a former 
sales manager of Kelvinator 
Corp., Detroit, Mich., has been 
appointed as sales manager of 
the Jewett Refrigerator Co., 
Buffalo, N. Y. 


STORES CONSOLIDATE 
The Phillipi Hardware & Fur- 
niture Co., Phillipi, W. Va., and 
the Martin-Snyder Co., a branch 
store at Elkins, W. Va., owned 
by the same company, have con- 
solidated and the Elkins store 
will be moved to Phillipi. 
SYRACUSE WASHING 
MACHINE CORP. CHANGES 
CORPORATE NAME 


On Aug. 1 the Syracuse Wash- 
ing Machine Corp., Syracuse, 
N. Y., makers of Easy washing 
machines, changed its corporate 
name to Easy Washing Machine 
Corp. There has been no change 
in the capital structure, owner- 
ship, management, personnel, pol- 
icies or product, according to the 
organization’s announcement. 


OPENS NEW STORE 


The Glenfield Hardware Store 
has been opened in Glenfield, 
N. D. 





ATHLETIC UNIFORM 
PARTS ARE RULED 
TAXABLE 


(From Our Washington Bureau) 
Informal ruling that parts of 
athletic uniforms are taxable is 
expected to be made in the near 
future by the Bureau of the 
Internal Revenue. Early an- 
nouncement also is looked for 
holding that sales of sporting 
goods to tax-supported institu- 
tions are tax-free when made 
direct by the manufacturer. 

A puzzler in the provision, 
however, appears to relate to the 
requirement that in order to be 
tax-free the sales must be “made 
direct by the manufacturer to 
the state or political subdivision 
thereof without any intervening 
sales to a dealer or distributor.” 

Is a retail or wholesale store 


“established by a manufacturer of 


sporting goods permitted to make 
the sales without payment of the 
tax? Will it be considered as 
the manufacturer’s agent who 
can make sales to tax-supported 
institutions and be exempted or 
will it be necessary for the manu- 
facturer to make the sales direct 
in order to be freed of taxation? 
The query is now before the 
Bureau for answer. 

It has been stated that the 
Bureau has been of the opinion 
that the tax on sporting uniforms 
applies only to the complete 
unit and that parts may be pur- 
chased tax-free. If this view 
has been indicated it is believed 
that it has been changed and 
that an informal ruling soon 
will be issued declaring that 
parts are taxable as well as the 
completed uniforms, such as 
those for football, baseball, 
basketballs, etc. It is under- 
stood that if the parts clearly 
are intended by their finish, such 
as stripes, padding, etc., for 
athletic purposes they will be 
declared taxable. The same ap- 
plies to sweaters. If lettered or 
otherwise marked indicating 
sporting use they will be tax- 
able. Shoes, if made for sport- 
ing use only, will be taxable. 





WILL OPEN BUSINESS 


Clair W. Goodman will open a 
retail hardware store at 56 Main 
Street, Batavia, N. Y. 
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BECAUSE IT’S 
CLEAN 





At least every other cutlery cus- 


Pe: 


tomer demands Stainless Steel. 
This group of buyers is constantly increasing and 
for a very obvious reason. Stainless Steel is clean 
No dirt-collecting pock 
No 
distasteful and expensive polishes required to 


keep it bright... 


—permanently clean... 
marks or blackened edges as in plated ware... 
“Stainless” is corrosion-resistant 
—all the way through. It is economical to buy and 
therefore profitable to sell. Remember genuine 
Stainless Steel is manufactured only under the 
patents of the American Stainless Steel Company, 
Commonwealth Building ... Pittsburgh, 
Pennsylvania. Write for our informative 


new booklet “Forward with Stainless.’ 


STAINLESS STEEL 
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Dhite Eanterns! Breathe I 
and Burn in Gales that § 
Choke Human Breath § 


When you sell a customer a Dietz 
Lantern you assure him an excess of 
lighting power and burning dependa- 
bility — qualities which have made 
Dietz Lanterns famous the world over 


Selling first-class merchandise like 
Dietz Lanterns guarantees the con- 
tinued satisfaction and patronage of 
your customers. 


It is the safe road to prosperity—to 
bigger business—to better profits 


R. E. Dietz COMPANY 
NEW YORK 
Makers of Lanterns for the 


World. Output Distributed 
Through JOBBERS Only. 


FOUNDED 1840 





NATIONAL CARBON HAS 
PORTABLE LIGHT EXHIBIT 


Man’s struggle for the com- 
forts and conveniences of light— 
more and better light—is graph- 
ically told in an exhibit of light- 
ing devices assembled and ar- 
ranged by. National: Carbon Co., 
New York City. It is the story of 
“Two Thousand Years of Light.” 
The exhibit was opened to the 
public at 306 Madison Ave., New 
York City, the latter part of July, 
continuing for an entire month. 

While this collection of lamps 
includes many from early Greek, 
Roman and Egyptian periods, in- 
cluding some excavated from the 
ruins of Pompeii, the majority of 
the pieces are of the Christian 
era, and cover fully the history 
of portable light in America. The 
Iron Betty Lamp, a swinging re- 
ceptacle to hold animal fat and 
a fiber wick, the type of lamp 
which the Pilgrims used on the 
Mayflower, and with which they 
lighted their crude abodes after 
landing, were included. Others 
shown were the Schmutz lamp, of 
similar design, used by the Penn- 
sylvania Dutch; the Paul Revere 
lamp and the iron basket which 
was used for street lighting. This 
lamp was filled with burning 
brands, and gave an uncertain 
and flickering light, but it was 
the forerunner of modern street 
illumination. The early “bull’s- 
eye” used for many years by 
night watchmen and the police 
was also included in the exhibit. 

National Carbon Co. had by 
way of contrast some of its mod- 
ern portable lights. 


DEWILD NOW SECRETARY 
NATL. MERCHANTS ASSN. 


John H. DeWild, formerly 
manager, Customers Service De- 
partment, Butler Bros., Minne- 
: apolis, Minn., has been chosen 
secretary of the National Mer- 
chants Association and manager 
of the Twin City Service Bureau. 
Mr. DeWild assumed his new 
duties on Aug. 1 in offices lo- 
cated at 2642 University Avenue, 
St. Paul, Minn. 





FOOD CHOPPING MACHINE 
INVESTIGATION HEARING 
ON OCT. 25, 1932 


Sidney Morgan, _ secretary, 
United States Tariff Commission, 
Washington, D. C., has an- 
nounced a public hearing in the 
commission’s offices Oct. 25, 1932, 
at 10 a. m. ‘on food chopping 
machines in investigation No. 74, 
under section 336 tariff act of 
1930. All parties interested will 
be given opportunity to be pres- 
ent, to produce evidence and to 
be heard with regard to the dif- 
ferences in cost of production 
of, and all other facts and con- 
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ditions enumerated in section 
336 of the tariff act of 1930 with 
respect to the following articles 
described in paragraph 339 of 
title 1 of that act, namely, meat 
or food chopping or grinding 
machines, and parts thereof, de- 
signed for hand operation and 
used as kitchen utensils and com- 
posed wholly or in chief value 
of metal. 

H. P. BANGERT JOINS 

DILLE & McGUIRE CO. 

H. P. Bangert has joined the 
Dille & McGuire Mfg. Co., Rich- 


mond, Ind., lawn mower manu- 





H. P. BANGERT 


facturers and will assist in sales 
and sales promotion. He will 
call on wholesale hardware dis- 
tributors throughout the country. 
Mr. Bangert recently resigned as 
vice-president, Simmons  Hard- 
ware Co., St. Louis, Mo., where 
he was in general charge of the 
purchasing department. 





STORE BUYS BUILDING 


The Lester-Reiff Hardware Co., 
Wauchula, Fla., has purchased 
the former Hardee County Bank 
building, which is being remod- 
eled and enlarged for the hard- 
ware company. 





SELLS RETAIL BUSINESS 


Calvin Myers, Dover, Ohio, 
who operated a hardware busi- 
ness in N. Broadway, New Phil- 
adelphia, Ohio, for five years, has 
sold the store to Paul B. Mallar- 
nee, Cadiz, Ohio. 

RANSLEY BUYS STORE 

F. E. Ransley, Springfield, Pa., 
has purchased the hardware busi- 
ness at 158 Sexer Ave., in that 
city. 

OSBORNE HARDWARE TO 
CONTINUE BUSINESS 


Archie J. Osborne and George 
R. Osborne, Osborne Hardware 
Co., Holyoke, Mass., have an- 
nounced that the organization 
will continue business and that 


the company plans to reopen 
shortly with new fixtures and 
stock at another site. Stock 














damaged in the recent fire suf- 
fered by the store was sold to 
an auction company. 





STONE IS PRESIDENT OF 
CASE CRANE & KIL- 
BOURNE JACOBS CO. 
At the recent annual meeting 
of stockholders of Case Crane & 
Kilbourne Jacobs Co., Columbus, 





‘ 
JULIUS F. STONE 


Ohio, Julius F. Stone, Sr., was 
elected president of the organi- 
zation. Mr. Stone is also presi- 
dent of Columbus - McKinnon 
Corp, and Chisholm-Moore Hoist 
Corp., both of Tonawanda, N. Y. 
H. C. Hoeflich has been elected 
vice-president and sales manager. 
He has been associated with the 
company for several years. 

The K. & J. line manufactured 
by Case Crane & Kilbourne Jac- 
obs includes wheelbarrows, drag 
scrapers, wheel scrapers, con- 
crete carts, warehouse trucks, 
overhead traveling cranes, struc- 
tural steel for buildings, etc. 
PRELIMINARY FIGURES 

SHOW HARDWARE 
PRODUCTION DECREASE 
(From Our Washington Bureau) 

Preliminary tabulation of data 
received by the Bureau of the 
Census gives the factory value 
of hardware produced in 1931 as 
$108,230,779, a decrease of 47.6 
per cent as compared with $206,- 
417,177 reported for 1929. The 
report covers hardware not spe- 
cifically covered by any other 
census classification. The 1931 
returns were received from 421 
establishments, a decrease of 
13.2 under those received in 
1929. from 485 plants. The 
more important items which con- 
tributed to the 1931 total are as 
follows: Builders’ hardware other 
than locks, $30,198,096; casket 
hardware, $3,861,272 furniture 
and cabinet hardware other than 
locks, $6,630,458; locks, except 
motor-vehicle locks, $13,429,752; 
motor vehicle hardware, includ- 
ing locks, $33,373,224; vacuum 
bottles, jugs, etc., $2,224,045. 











THE OLDHAM-RUST CO. 
TURNER BRASS AGENTS 


R. S. Patten, sales manager, 
The Turner Brass Works, Syca- 
more, Ill, has announced ap- 
pointment of The Oldham-Rust 
Co., 37 Murray Street, New York 
City, as representatives for 
metropolitan New York territory. 
A New York City warehouse, 
from which point emergency 
pick-up service will be given to 
Turner wholesale distributors, 
has been established. 





ROBERT E. MILLER, INC. 
BUYS DRAIN CLEANER 


Robert E. Miller, Inc., 35 Pearl 
Street, New York City, has pur- 
chased the Foltis Drain Cleaner, 
which is now being marketed by 
the Miller organization as the 
Remco Three-in-One Drain 
Cleaner. The drain cleaner was 
formerly manufactured and sold 
by the Research & Development 
Laboratories, Inc., Waterbury, 
Conn. 


CALIFORNIA ASSOCIATION 
MEETS FEB. 14-16 


The 1933 convention of the 
California Retail Hardware & 
Implement Association will be 
held at the Hotel Whitcomb, 
San Francisco, Cal., Feb. 14, 15 
and 16. LeRoy Smith, mariager- 
treasurer has his office at 417 
Market St., San Francisco, Cal. 





OPENS NEW BRANCH 


James Webb, proprietor, Glen- 
dale Hardware Co., Glendale, 
Cal., has opened a branch store 
at 131-A South Brand Street, 
Glendale. A. B. Van Noordan, 
who will have charge of the 
branch, has been with the com- 
pany for the past three years. 





SHARES BUY STORE 


R.«F. and Ralph Share have 
purchased the P. A. Harrier 
hardware sto.e in Marengo, 
Iowa, and will combine it with 
the Share plumbing shop as the 
Marengo Hardware Co. 





REPORT 32.3% DECLINE 
IN BRUSH PRODUCTION; 
EXCEPTING RUBBER 
(From Our Washington Bureau) 
Reflecting a decrease of 32.3 
per cent, the value of brushes, 
other than rubber brushes, pro- 
duced in the United States in 
1931 at 254 plants reporting to 
the Bureau of the Census was 
$30,616,802, as against $45,232,- 
747 in 1929, reported by 303 


plants. 


HARDWARE STORE FIRE 
The Van Brunt & Yon Hard- 


ware Co., Tallahasse, Fla., was 
recently damaged by fire. 
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FIG. 2510 
A Myers Quality 
Built Water Sys 
tem for shallow 
wells. Capacities 
250 and 340 gallons 
per hour. Complete 
automatic control. 
rena a ranbec 
ing, self-stopping. 
Designed fe Shee 
ation with central 
station electric cur- 
rent, or farm light- 
ing plant. Econom- 
ical. Dependable. 
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_-Self-Oiling 
WATER 
SYSTEMS 


Out of our many 

years of experience 

| in the developing and 

| manufacturing of hand 
and power pumps has 

| come our complete 

| line of engine and | 

| motor powered water | 

| systems for home, | 

farm or factory. 
With dependable 

| styles and sizes in a 

wide capacity range, 

there are few if any 

demands but what can 

be satisfactorily and 


























*“Penna-lite,” the newest addition to PENN- 


SYLVANIA Quality Lawn Mowers, 


triumph in mower construction. Everyone 
who has tried it says it is the lightest, easiest 
pushing machine he has ever handled. 


Built of special aluminum alloy castings, 
**Penna-lite’” weighs only 29 pounds, 
against 43 pounds for the usual cast iron 


mower of the same size. 


Made in 17” size only, with 10” wheels and 
ball-bearing. The five blades are of crucible 
tool steel, oil hardened and tempered and 


self-sharpening. 


Retail price in Philadelphia, $15.50. 








— 
— ) 
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profitably filled from 
the Myers Line. 

Our prices have been 
reduced. Many refine- 


ments have been, 


added. Our quality 
is of the same high 
standard. 


PENNSYLVANIA Quality Lawn Mowers are 
now made in every price range and not only 
meet price competition but beat it by provid- 
ing the superior quality that means better 
value. 








THE PzE. MYERS & BRO. CO. 


ASHLAND, OHIO 














4. lbs. lighter! 


The new Penna-lite” 
aluminum mower 


PENNSYLVANIA LAWN MOWER WORKS 


Primos, Delaware County, Pa. 
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W. W. BRASIER NOW 
MANUFACTURERS’ AGENT 


W. W. Brasier, formerly man- 
ager trade sales, The Yale & 
Towne Mfg. Co., Stamford, 
Conn., recently established the 
W. W. Brasier Co., manufac- 





W. W. BRASIER 


turers representatives with offices 
at Room 409-10, Douglas Bldg., 
257 S. Spring Street., Los An- 
geles, Cal. Mr. Brasier, who has 
been in the hardware industry 
for twenty-three years, is well 
acquainted with the Pacific coast 
hardware trade. 

The Brasier company will 
handle Yale & Towne Mfg. Co. 
lines on the coast and will rep- 
resent E. C. Atkins & Co., In- 
dianapolis, Ind., on all of its 
hardware items. Other lines to 
be handled by the Brasier com- 
pany and the location of its San 
Francisco offices will be an- 
nounced later. 

A. Bruley, who has directly 
represented the Atkins company 
on the Pacific coast for many 
years will be associated with Mr. 
Brasier. A. W. Shaw, manager 
of the Atkins San Francisco 
branch continues as that com- 
pany’s direct representative for 
all of its mill supply items. His 
offices covering those lines will 
be continued for the present at 
526 Folsom Street, San Fran- 
cisco and 330 S. Seventh Street, 
Klamath Falls, Ore. The stock 
of hardware items of the Atkins 
San Francisco branch will no 
longer be carried. 





MAY OPENS STORE 


W. G. May, formerly of Alex- 
andria, Ind., has opened the 
hardware store of W. G. May 
Co. at 309 North Broadway, 
Santa Ana, Cal. 


FIREARMS PRODUCTION 
DECREASED IN 1931 
(From Our Washington Bureau) 


The production of firearms in 
1931 as reported by 24 establish- 
ments to the Bureau of the Cen- 
sus totaled $7,707,649 (factory 
value), as against $1,352,916 in 
1929, reported by 21 plants, the 
value in the former year declin- 
ing 55.6 per cent. The report 
was unusual in that it showed an 
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increase in the number of manu- 
facturing plants. The items 
which make up the total for 1931 
are as follows: pistols and re- 
volvers, 115,437, valued at $1,- 
520,896; rifles, 354,542, valued at 
$2,334,515; shotguns, 197,555, 
valued at $2,938,700; parts and 
accessories, $913,538. 


U. S. CANCELS FOREIGN 

WIRE ROPE CONTRACT 

Acting upon de- 
cision of Comptroller General J 
R. McCarl that government de- 
partments must purchase domes- 


the recent 


tic materials when the cost is 
not the General 
Supply Committee has canceled 


an informal contract covering 
wire rope requirements for the 
fiscal year July 1, 1932-June 30. 
1933, which had been placed 
with the New York Cordage Co., 
importer of German rope. Con- 
tracts were immediately trans- 
ferred to the lowest bidding do- 
mestic producers. They do not 
specify actual quantities, but 
call for supplying requirements 
of Federal departments and _ in- 
volve considerable tonnage. 


Under the contract for foreign 
wire rope, several outlying field 
agencies, including those of the 
War Department, were expecting 
to draw against the general con- 
tract. But under the McCart 
ruling the entire agreement was 
ordered canceled and all re- 
quirements were placed with 
American manufacturers. 


unreasonable, 


PASHA CONVENTION TO 
BE IN BALTIMORE, MD. 


The 32nd annual convention 
and exhibition of the Pennsyl- 
vania & Atlantic Seaboard Hard- 
ware Association will be held in 
Baltimore, Md., Feb. 13 to 17, 
1933, convention sessions being 
at the Lord Baltimore Hotel. 
The exhibition will be at the 
Fifth Regiment Armory in that 
W. Glenn Pearce, manag- 


city. 
ing director of the association, 
has his office at 610 Wesley 


Building, Philadelphia, Pa. 


OPENS NEW STORE 


The Babylon Hardware Co., 26 
Deer Park Avenue, Babylon, 
N. Y., has been opened by 
George R. Adams, formerly of 
Adams & Hubbard, Bay Shore, 
N.Y. 


LECOMPTE STORE FIRE 


compte Hardware & Furniture 
Co., Lecompte, La. 





| 
| 


| 


: | The stock, which was partially 
Fire recently damaged the Le-| covered by insurance was badly 
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DAVID WADSWORTH & 
SON SALES AGENTS 
NAMED 


Several sales representatives 
have been named to assist A. C. 
Haeffner, whose appointment as 
director of sales, David Wads- 
worth & Son, Auburn, N. Y., was 
announced in Harpware AGE, 
June 23, on page 57. Stanley S. 





A. C. HAEFFNER 


Rand, Philadelphia, Pa., will 
handle Pennsylvania, New Jer- 
sey, Delaware, Maryland and 
District of Columbia territory, 
while A. P. Shirley, Washington, 
D. C., will take care of all Gov- 
ernment contracts. John _ J. 
Whittington, Roanoke, Va., will 
cover North and South Carolina, 


Virginia and West Virginia, 
while F. H. Chown, Portland, 
Ore., will cover Oregon and 


Washington, and J. J. Brown, 
Los Angeles, Cal., will handle 
California. 

Mr. Haeffner, who is familiar 
with all phases in the manufac- 
ture of scythes, bush hooks and 
kindred articles, will cover other 
portions of the country assisting 
buyers in the selection of mer- 
chandise. Other appointments 
will be announced at a later 
date. 

The Wadsworth firm has been 
engaged in the manufacture of 
agricultural edge tools for 119 
years, with the management be- 
ing in the same family since the 
firm was organized in 1813. 


ADDS HARDWARE LINES 


E. J. Stanton & Son, Alvin, 
Tex., grocers, have added a hard- 
ware department which is 
equipped with modern display 
fixtures. 


FIRE DAMAGES STORE 


Fire damaged the hardware 
and implement store of Roy 
Scheer, Stamford, Neb., recently. 





damaged. It is believed that the 
store was struck by lightning. 





GRAVES IS PRESIDENT, 

OTTO BERNZ CO., INC. 

Loren O. Graves has been 
elected as presicent of Otto 
Bernz Co., Inc., 280 Lyell Ave- 
nue, Rochester, N. Y., manufac- 
turers of furnaces, torches and 


plumbers’ tools. Ab Lapine is 
now treasurer, while Joseph 
Wollman is secretary of the com- 
pany. 

Following the recent death of 
Otto Bernz, president and 
founder of the firm, Rochester in- 
terests purchased and moved the 
plant from Newark, N. J., to 
more modern quarters. The only 
changes in the organization have 
beerr in the financial control and 
corporate officials, key men in 
the production and management 
ends of the business having gone 
to Rochester. 

Before moving the plant cuf- 
ficient stock was manufactured 
in Newark, N. J., to take care 
of the trade’s demands during 
the reassembling period. 

The new company will be rep- 
resented by E. V. N. Myers, 66 
West Broadway, New York City; 
George Hamburger Co., 1715 
California Street, Denver, Colo.; 
C. F. Adams, P. 0O.: Box 253, 
Fort Worth, Tex.; T. F. Mc- 
Laughlin, 312 Harrison Avenue, 
Helena, Mont.; Norman _ S. 
Wright & Co., with offices at 41 
Spear Street, San Francisco, Cal., 
923 East Third Street, Los An- 
geles, Cal., and 628 Pioneer 
Building, Seattle, Wash., and 
George J. B. Ramsden, 406 Tal- 
bot Street, St. Thomas, Ont., 
Canada. 


HAS NEW MANAGER 


D. C. Bailey has become man- 
ager of the Sullivan-Eskew Hard- 
ware Co., Greer, S. C. For the 
past fifteen years he has been 
with the store, having previously 
been with the Thompson Hard- 
ware Co. of that city. 





BARTON CORP. OPENS 
CHICAGO DISPLAY ROOM 


The Barton Corp., West Bend, 
Wis., washing machine manufac- 
turers, has opened a permanent 
display and sales office in the 
American Furniture Mart, Room 
747, 666 Lake Shore Drive, Chi- 
cago, III. 

B. W. LEE RESIGNS FROM 
LOCKWOOD & PALMER Co. 


B. W. Lee, for twenty-one 
years president and general man- 
ager, Lockwood & Palmer Co., 
Stamford, Conn., hardware deal- 
ers, has resigned. Mr. Lee, who 
makes his home at 1785 Sum- 
mer Street, Stamford, Conn., has 
no definite plans at present. 
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DIXON’S MAINTENANCE FLOOR PAINT—all-purpose—reduces stock and satisfies a varied 
demand. (Quality—Price—Profit recommend it! Write for Color Card 40BF and prices. 
Paint Sales Division, JOSEPH DIXON CRUCIBLE CO., Jersey City, N. J. 








TELL YOUR NEEDS TO THE WHOLE 
WORLD OF HARDWARE 


Secure a Position, Locate a Salesman or Representative, Hire 
an Employee, Choose a Partner, Sell a Business, Rent a Store, 
or Profit to the Fullest by your share of Business Opportunities 


Make your wants known in the 
CLASSIFIED ADVERTISING SECTION 
of 
HARDWARE AGE 
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L. S. KOCH TEMPORARY 
CHAIRMAN AMERICAN 
HOUSEWARES EXHIBIT 

Following the recent American 
Housewares Exhibit, held at the 
Hotel Pennsylvania, New York 
City, and attended by more than 





LEO. 8S. KOCH 


1000 buyers, the committee of 
exhibitors held a special meeting 
for discussion of the problems 
of the housewares industry. At 
that time it was voted to hold | 
an exhibit in 1933, in either the 


last week of July or the first 
week of August. 

Leo S. Koch, Frank & Sons, 
160 Fifth Avenue, New York 
City, was named as temporary 
chairman of the executive com- 
mittee. At a previous meeting 
it was voted to form an organi- 
zation to be known as the Amer- 
ican Housewares Association, the 
purpose of which is to create a 
closer contact between manufac- 
turers and distributors with deal- 
ers. 

Mr. Koch is also chairman of 
the proposed housefurnishings 
association, while vice-chairmen 
are Walter Beh, Beh & Co., Inc., 
New York City, and Wilbur Da- 
vis, Apex Rotarex Corp., Cleve- 
land, Ohio. Warner S. Hays is 
secretary and treasurer and Da- 
vid Cameron is assistant secre- 
tary. 

Other members of the execu- 
tive committee are: Abe Gins- 
burg, Housewares Sales Corp., 
New York City; Martin Carl- 
stein, Martin Carlstein & As- 
sociates, New York City; R. W. 
Turnbull, General Electric Co., 
New York City; Joseph A. Kap- 
lan, Joseph A. Kaplan, Inc., New 
York City; W. B. Flanagan, A. 
Kreamer, Inc., Brooklyn, N. Y.; 
Ben. S. Loeb, Loeb-Stern, Inc., 
New York City; Mrs. F. English, 





Flowin Import Co., New York | 
City; R. D. Black, Black & | 
Decker Mfg. Co., Towson, Md., | 


and A. A. Bernardine, National | 
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Enameling & Stamping Co., New 
York City. 

In September Mr. Koch will 
call another meeting of the com- 
mittee. 


RYERSON FIRM 90 YEARS 
IN BUSINESS 


The firm of Joseph T. Ryer- 
son & Son, Inc., Chicago, IIl., is 
celebrating its ninetieth anni- 
versary as a going business. 
Joseph Ryerson landed in Chi- 
cago, Ill., in 1842, starting the 
business which has grown till it 
now. maintains ten warehouses 
throughout the country. His 
father and grandfather had been 
in the business of manufacturing 
and selling iron early in the 
eighteenth century. During the 
Revolutionary War the Ryerson 
forges produced cannon and shot 
for the American forces, and also 
helped to make the chain used 
as a barrier across the Hudson 
River to prevent the advance of 
the British fleet to West Point, 
No 2. 

The Ryerson firm started in 
Chicago, IIl., in a small building 
with a stock of iron products, 
such as were used by mechanics, 
builders, boilermakers and other 
worker in iron and steel. 





NETHERLAND RUBBER CO. 
ENTERS SPECIALTY FIELD 


The Netherland Rubber Co., 
Cincinnati, Ohio, which has been 
selling a general line of rubber 
goods to the hardware and de- 





L. P. McGOFF 


partment store trade, will enter 
the hardware specialty field. The 
company has a long lease on the 
building at 34 West Forty-third 
Street, Cincinnati, Ohio, and is 
traveling four salesmen. Law- 
rence P. McGoff, formerly dis- 
trict representative of the Boston 
Woven Hose & Rubber Co., Cam- 
bridge, Mass., is president and 
general manager of the Nether- 
land company. 








75 RETAIL CHAINS HAD 1929 SALES VOLUME 
TOTALING $32,000,000 


The report for hardware and 
related chains, just issued by the 
Bureau of the Census, shows that 
there were 75 hardware chains in 
the United States, operating 458 
stores, with total annual sales of 
about $32,000,000 at the time of 
the census. The census is based 
upon reports received in 1930 
covering the year 1929. Four of 
these chains are manufacturer- 
controlled, or branch systems, 
selling hardware specialties such 
as tools and cutlery, through 21 
specialized stores, with sales of 
about $4,000,000 annually. The 
other 71 chains operate 437 gen- 
eral hardware stores, with sales 
of approximately $28,000,000 an- 
nually. 

Only six chains operate more 
than 10 stores each. The 93 
stores operated by these chains 
report average sales per store of 
$36,203, whereas 23 chains with 
six to 10 stores each and 42 
chains with less than six stores 
each show average sales per 
store of more than $70,000. Only 
11 chains reported a business of 
as much as $700,000 in 1929. 

Hardware chain distribution is 
heaviest in the Pacific coast 
states. The east north central 
division, around Chicago, is sec- 
ond in order of sales, and the 
south Atlantic states third. About 


42 per cent of the total business 
of the chains is in cities with 
population of 100,000 or more, 15 
per cent in cities of 25,000 to 
100,000 population, 10 per cent 
in cities of 10,000 to 25,000 popu- 
lation, and 33 per cent in places 
of less than 10,000. 

The 71 chains operating gen- 
eral hardware stores employed 
2418 full-time and 216 part-time 
employees, to whom they paid 
$3,815,976 in salaries and wages. 
Exclusive of any interest return 
on capital invested in the busi- 
ness, and of the cost of merchan- 
dise sold, total operating ex- 
penses of the 437 stores in these 
chains averaged 26.92 per cent 
of the total sales, of which 4.15 
per cent was for rent in leased 
premises. 

Further details regarding hard- 
ware chain distribution are con- 
tained in the bulletin “Retail 
Distribution by Hardware and 
Related Chains.” Copies are ob- 
tainable from the Superintendent 
of Documents, Government Print- 
ing Office, Washington, D. C., at 
the price of 5 cents. Remittance 
may be made by postal money or- 
der, check made payable to the 
Superintendent of Documents, or 
by currency sent at the sender’s 
risk. Postage stamps will not be 
accepted. 





“PEOPLE OF 1932” 
DESCRIBES ADVRTISING 


E. W. Elmore, 430 N. McNeil 
St., Memphis, Tenn., has pub- 
lished “People of 1932,” a prac- 
tical book on advertising, deal- 
ing with the fact that people are 
still people, with the same wants, 
desires and buying habits of their 
mothers and grandmothers. It 
urges a return to good advertis- 
ing with attractive layouts, strik- 
ing headings, convincing copy, 
rather than the price barking, 
that is the current vogue of the 
day. 

It teaches type, layout and 
sales promotion, and is therefore 
iceal for the merchant who wishes 
to imcrease sales volume, as 
well as for the buyers, merchan- 
dise man or salesman who wishes 
to advance through self-study. It 
contains data used by Mr. EI- 
more in various classes in ad- 
vertising and salesmanship at 
night high schools, universities 
and business colleges. Price $1 
per copy, sent prepaid. 


READING HARDWARE HAS 
NEW SAMPLE ROOM IN 
PHILADELPHIA, PA. 


The Reading Hardware Corp., 
Reading, Pa., builders’ hardware 





manufacturers, has opened a 
new sample room in the Archi- 
tects Bldg., Seventeenth and 
Sansom Streets, Philadelphia, 
Pa. 

SOUTHWESTERN OHIO 
DISTRIBUTION STUDY 


The Industrial Bureau of 
Springfield, 210 Fahien-Tehan 
Building, 14 East Main Street, 
Springfield, Ohio, has issued a 
distribution study of southeastern 
Ohio, copies of which are avail- 
able from the bureau, upon re- 
quest, without cost. The four 
main sections of the study are: 
market, transportation, ware- 
housing and real estate. 

In the market section the mar- 
ket is described and outlined on 
a map, while statistics of man- 
ufacturing, retail sales and agri- 
culture are included. The trans- 
portation section includes maps 
of railroad and electric lines, 
truck transport and highways, as 
well as a description of facilities. 
Distances between cities, trans- 
portation costs, freight rates and 
comparative freight rates are in- 
cluded. Public warehouses and 
a map of warehouses, depots, etc., 
are in the third section, while 
the real estate section includes 
taxes, buildings and sites, office 
space and fire insurance data. 
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Every man or boy who has a gun 


wants HOPPE’S No.9 to keep it clean 


Display it where you sell guns and ammunition and you 
will find it a constant seller. Keeps gun bores like new. 
Easily and quickly removes the dangerous leading, powder 


residue and metal fouling. PREVENTS RUST. 


Our small counter display of two-ounce 
bottles will bring you steady profits. 





HOPPE’S LUBRICATING OIL is another good seller to 
sportsmen. High viscosity, and very penetrating. Specially 
refined for the moving parts of firearms, fishing reels and 
light mechanisms where a non-gumming oil is demanded. 
In 1 and 3 ounce cans. Also a constant seller when 


displayed. 


HOPPE’S GUN CLEANING PACK, containing everything 
needed to keep firearms in perfect condition—Bottle Hoppe’s 
No. 9; Can Hoppe’s Lubricating Oil; Tube Hoppe’s Gun 
Grease; Gun Cleaning Patches and Gun Cleaning Guide. 


Retails for One Dollar. 


Order from your Jobber today and be ready 
for a busy season. 


FRANK A. HOPPE, INC. Philadelphia, Pa. 


Representatives 
ED. W. SIMON CO., INC., 44 W. 44th Street, New York City 
H. L. BOWLDS, 218 Mason Theatre Bldg., Los Angeles, Calif. 


ee FLORENCE | LE DIAMALLoY FT 
HEATERS | O@ 


Range Burners 
5.1 Gas Ranges 


will make money for you this fall 


FLORENCE STOVE CO. 
GARDNER, MASS. 


Manufacturers of Oil Ranges, Ovens, Space Heaters 
Range Burners—Gas Ranges and Electric Ranges 





2314-H N. Eighth Street 
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THINNER STRONGER LIGHTER 


The Diamalloy featherweight adjustable wrench is made 
from a special high grade alloy steel of remarkable strength. 
The wrench actually measures {/3 thinner than the old 
pattern, yet it’s much stronger. It fits where other wrenches 
will not and withstands the severest strain. 


DIAMOND CALK HORSESHOE CO. 


4622 GRAND AVE., DULUTH, MINN, 

















Trade Winning CARDS 


Star Heel Plates on Cards are winning 
trade for many dealers. Each card 
contains 3 pairs of the fastest selling 
sizes. Ask for Assortment No. 514 as 
shown. Also in bulk (9 sizes). Star 
Heel Plates are made of best material 
to satisfy every customer. Favorably 
known for 25 years. Profitable sellers. 


a, 
a4 
° oD 


‘AMUIP 


M4 
iQ 
7 
4 


'. 


L/P ‘ 





Sold by Leading Jobbers. 
Send for Samples and Prices. 


STAR HEEL PLATE CO. 
357-391 Wilson Ave. Newark, N. J. 
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KESTER SOLDER ELECTS 
RIPLEY SALES MANAGER 


P. C. Ripley has been elected 
as general sales manager of 
Kester Solder Co., Chicago, III. 
Mr. Ripley, who has been asso- 
ciated with the Kester organi- 
zation for more than seven years, 





P. C. RIPLEY 


has been in charge of industrial 
sales and product development. 

Mr. Ripley has written many 
articles on the subject of solder 
and its uses and has developed 
many ideas, from which a num- 
ber of basic solder patents have 
been issued. 


GOLDEN ANNIVERSARY 
CLUB IS FOUNDED 


Recently a Golden Anniversary 
Club was founded in St. Louis, 
Mo., for men and women who 
have remained in the employ of 
one firm for fifty years. James 
A. Carroll, Simmons Hardwa-:e 
Co., whose fiftieth anniversary 
with that organization was men- 
tioned in the Aug. 18 issue of 
Harpware Ace, is president of 
the new club. A. W. Douglas and 
E. W. Scherr, also of Simmons 
Hardware Co., and Frank 
Decker, for fifty years with 
Meyer Bros. Drug Co., St. Louis, 
are other charter members and 
founders. J. Edgar Lee, with 
Challenge Machinery Co., Grand 
Haven, Mich., was the first mem- 
ber voted in. 

It is planned to make the or- 
ganization a national body, with 
chapters in other cities. The St. 
Louis club will hold meetings in 
the form of monthly luncheon 
sessions. 


EMISON HARDWARE Co. 
TO BE DISCONTINUED 
When John W. Emison, Vin- 
cennes, Ind., died recently, his 
heirs decided to liquidate the 
business. Mr. Emison, who was 


68 years old, died as a result of | 


injuries received several months 
ago in an automobile accident. 
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He had been in the hardware 
business for more than forty 
years, having been at one loca- 
tion until late last year, when the 
business was moved to another 
address, the old site having been 
occupied by several hardware 
firms since 1852. 

Mr. Emison, who at one time 
was postmaster of Vincennes, was 
active in civic affairs. 





W. SCHOFFER & CO. OF 
AMSTERDAM, HOLLAND, 
WANTS AMERICAN LINES 


W. Schoffer & Co., Amsterdam, 
Holland, desire to hear from 
American manufacturers of hand 
and electric tools, electric house- 
hold appliances, electric clocks, 
automotive accessories and tech- 
nical novelties, seeking the Euro- 
pean market. 

For references the Schoffer 
company refers to the Rotter- 
damsche Bankvereeniging N. V., 
Amsterdam, Holland. The ad- 
dress of W. Schoffer & Co. is 
P. O. Box 397, Amsterdam, C, 
Holland. 

REAFFIRM FORGED TOOLS 
SIMPLIFICATION 
PROGRAM 


The Department of Commerce, 
Bureau of Standards, Washing- 
ton, D. C., has announced that 
simplified practice recommenda- 


tion R17-31 on forged tools has | 


been reaffirmed, without change. 
by the standing committee of the 
industry. This recommendation, 
which was proposed and devel- 
oped by the industry, has been 
instrumental in reducing the va- 
riety of sizes of certain forged 
tools from 665 to 431, or 35 per 
cent, and their eye sizes from 120 
to 10, or 91.6 per cent. 





NAME DATES FOR GIFT 
AND ARTWARES SHOWS 


The National Gift & Art Asso- 
ciation, 644 Drexel Building, 
Philadelphia, Pa., has announced 
that the New England National 
Fall Artwares Show, for exhibi- 
tion of gift and artwares, will be 
held at the Copley Plaza, Boston, 
Mass., Sept. 12 to 17. On Sept. 
19 the twenty-second Philadel- 
phia Gift and Art Show will open 
at the Hotel Adelphia. Four 
floors of the Adelphia Hotel will 


be occupied by the Philadelphia | 


show. 


CLEAN HOME PRODUCTS 
FORMS HARDWARE DIV. 


The Clean Home Products 
Corp., Chicago, Ill., has opened 
offices for its hardware division 
at 201 North Wells Building, 
Chicago, IIl., where all sales for 
the hardware trade, dealer and 
wholesaler will be handled. Be- 








cause of the growth of the com- 
pany’s business, which was pre- 
viously solely through the drug 
trade, the uew division has been 
formed to develop distribution 
through the hardware distributor 
and dealer channels. Joseph T. 
Mauss is manager of sales, hard- 
ware division. 

The Clean Home line includes 
moth cakes, insecticides, pol- 
ishes, scrub brushes and clean- 
ers. 

PAINT AND VARNISH 

SIMPLIFICATION 


The paint and varnish industry 
has drafted a simplified practice 
recommendation to be substi- 
tuted for the limitation of va- 
riety recommendation covering 
paint and varnish. In response 
to the industry’s request the di- 
vision of simplified practice of 
the Bureau of Standards, Wash- 
ington, D. C., has mailed it to 
all interested for consideration 
and written approval. The new 
program provides for shades and 
tints of paints, enamels, varnishes 
and stains, and for the capaci- 
ties of primary containers. 





HARDWARE STORE FIRE 


Fire of undetermined origin- 
damaged the A. H. Sharp hard- 
ware store in Aldrich, Minn. 








McCUNE, ASSOCIATED 
POT & KETTLE CLUBS 
OF AMERICA, HEAD 
The fifth annual convention of 
the Associated Pot & Kettle 
Clubs of America, held at the 
Hotel Alexander, Los Angeles, 
Cal., was presided over by 
George G. Foster, president of 
the organization. Officers elected 
were: President, W. S. McCune, 
Los Angeles, Cal.; vice-presi- 
dents, James P. Cummings, Seat- 
tle, Wash., and Ashley R. Far- 
less, San Francisco; secretary- 
treasurer, John Gilbert, Los An- 
getes, Cal., and manager of pub- 
licity, J. V. Guilfoyle, secretary, 
Southern California Retail Hard- 
ware Association. Members 
elected to the board of directors 
are: G. D. McDonald, T. M. 
Moroney, Charles Cohn, Los An- 
geles; Albert Jasman, Portland, 
Ore., and G. C. Gillan, San Fran- 

cisco. 

Delegates attended from Port- 
land, Ore., San Francisco, Cal., 
Seattle, Wash., and the entire 
Los Angeles club took part in 
the convention. Plans for ex- 
pansion of the organization were 
announced at the convention. 

A complete entertainment pro- 
gram was included. 





OBITUARY 


JOHN A. DIEL 


John A. Diel, 59, Utica, N. Y., 
of Frank Diel & Son., Syracuse, 
N. Y., manufacturers’ agents, 
died recently in his office in 
Utica. He began his career in 
his father’s stove business, later 
going with David S. Foster, 
Utica, N. Y., joining his father 
in the firm of Frank Diel & Son 
about 14 years ago. When the 
firm'was moved to Syracuse, Mr. 
Diel continued residing in 
Utica. 





EDGAR A. HUSSEY 


Edgar A. Hussey, 64, Augusta, 
Me., of Hussey Hardware Co., 
died recently following an op- 
eration. His first position was 
with S. S. Brooks Co., Augusta, 
with which he was connected fif- 
teen years. Upon reorganization 
as the Brooks Hardware Co., he 
was made treasurer and general 
manager, continuing in that ca- 
pacity until 1921, when he founded 
Hussey Hardware Co. with his 
two sons, Stanley E. and 
Leroy F. 


SAMUEL W. KINGMAN 


Samuel W. Kingman, King- 
man Hardware Co., Franklin, 
Mass., died recently at his sum- 
mer home. He had previously 





been in an automobile accident 
and had recently undergone an 
operation. Mr. Kingman had 
been with Chandler & Barber Co. 
and J. B. Hunter of Boston, 
Mass., before entering business 
for himself. 


WALLACE TIEBOUT 


Wallace Tiebout, 70, head of 
C. H. Tiebout & Sons, Brooklyn, 
N. Y., hardware firm, died 
Aug. 16 at his summer home in 
Stony Brook, L. I. As a young 
man he joined the hardware 
company, which was founded by 
his father. In addition, he was 
a director of the Gleason & Tie- 
bout Glass Co. 





CLIFFORD H. OAKLEY 


Clifford H. Oakley, president, 
Essex Rubber Co., Inc., Trenton, 
N. J., died recently. 





JOHN J. TOTH 


John J. Toth, 60, Port Jervis, 
N. Y., hardware dealer for many 
years, died recently. 





SAM COPPLE 
Sam Copple, 54, Des Moines, 
Iowa, hardware dealer, was re- 
cently found dead in his home in 
that city. His death was pro- 
nounced by a coroner as suicide. 
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that old favorite soldering flux that 
has literally done millions of jobs 
better for 25 years is now made 
available in 2 additional forms. 














Send for 
this free ‘ 


sample. 
Acid Core Solder 


one of the new uses for Rubyfluid, 
was developed to meet an insistent 
demand for a core solder containing 
this popular flux. Here it is! You'll 
like it—it excels others, and the new 














Paste 


containing genuine Ruby- 
fluid flux, will work where 
other pastes fail and with- 
out those objectionable 
fumes and corrosion. 
Cleaner, tighter and more 


























lasting joints are now pos- 
sible. Get samples. 


THE RUBY CHEMICAL COMPANY 
58 McDOWELL STREET COLUMBUS, OHIO 











There is a wide field for the 
use of products such as manu- 
factured by Stewart. 

You, as a hardware man, are 
the logical one to supply the 
demand for Fence, Gates, Win- 
dow Guards, Folding Gates, 
Balcony Railing, etc. 

Let Stewart be your source 
of supply for any of the items 
shown at the right. Equip 
yourself with our selling litera- 
ture and be ready to convert 
that “next” inquiry into a 
profitable order. 

Write today stating products 
in which you are particularly 
interested. 


The STEWART IRON WORKS CO., Inc. 
814 Stewart Block 
Cincinnati, Ohio 
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Bommer 
Spring Hinges 























le) eee r.% ee0 
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Millions 
and Millions 


of People are Pushing 
whenever they open a door 
Follow the line of least resistance 


sen BOMMMELH aiways 


They are the best 
Bommer Spring Hinge Co., Brooklyn, N. Y. 



























Don’t Swap 


Horses! 


This is no time to ex- 
periment with untried 
items, unknown to the 
public. Concentrate 
your purchasing on 
lines that have proved 
popular and profitable. 
Ring up sales with 
Uncle Sam’s Cash Store 
Register, Uncle Sam’s 
3 Coin Register Bank 
and the Radio Question- 
naire—standard action 
toys for two genera- 
tians. 


















Retails at 
82.50 


Cash St , 
Register Uncle Sam’s Register 


Works like a Banks are of highest 
real one. Com- * 
plete with Quality, finest work- 
=® “a! money. manship and guaranteed 
performance. They cost 
less because they last 


longest. 


DURABLE TOY & 
NOVELTY CORP. 


217 Fourth Avenue 
New York 


UNCLE SAM’S 


Register BAN KS 
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What's New 


for Retail 


Hardware 


Brown & Sharpe 1” 
Micrometer Calipers 


Are offered in several styles, 
having the ends of spindle and 
anvil faced with tungsten car- 
bide. Micrometer calipers so 
furnished include sixteen differ- 
ent styles, including inexpensive 
frame style, conventional bright 
fi.ish U-shape frame micrometer 
(furnished with or without clamp 
ring) and micrometers for meas- 
uring in thousandths or ten thou- 
sandths of an inch. Micrometer 
calipers finished with tungsten 
carbide on measuring surfaces, 
will be especially useful to those 
using micrometers in places 
where they are subjected to un- 
usual wear, says Brown & Sharpe 
Mfg. Co., Providence, R. I. Mi- 
crometers are not carried in 
stock, but can be furnished at 
short notice. The maker is pre- 
pared also to furnish other mi- 
crometer calipers with tungsten 
carbide faces. 








Claw Emergency Chain 


Has two cross-chains of Claw 
cross-links in each unit, provid- 
ing double traction without extra 
effort in application, says the 
maker. Said to be strong and to 
give extra wear because of a 
larger quantity of metal than 
usual. Emergency chain buckles 
on exactly like a belt. Locking 
device closes with simple down- 
ward pressure, locking tight au- 
tomatically with first revolution 
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New and Improved Merchandise— 
Display Helps—Sales Liter ature— 
Window Trims— New Packages 
—New Colors—New Deals— 


. 
° 2 @ 4+ 28 * 6 8 
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Stores 


of wheel, says the maker. Strap 
of four ply rubberized fabric, 
side plates of extra heavy steel, 
which will stand all kinds of 
abuse. Offset design of back 
plate prevents strap from chafing 
wheel. List price, 50c. to 80c., 
according to size. Columbus- 
McKinnon Chain Corp., Tona- 
wanda, N. Y. 


Midget 14” Drill 
Weighs 3% lb. and measures 
8 in. long without handle, which 


is removable. Designed espe- 
cially for light duty work and 
for use in close quarters. Alu- 
minum body, double reduction 
type gears of hardened chrome 
manganese steel, operating in 
grease tight compartment. Uni- 
versal motor. Furnished with 4 
in. screw back chuck. Handle 
bolted to body, but can be readily 
removed. Ten foot rubber cov- 
ered cable and soft rubber re- 
newable attachment plug. List 
price, $23. The U. S. Electrical 
Tool Co., 2490 West Sixth Street, 
Cincinnati, Ohio, Dept. 157. 





No. 4113 Combination 
Utility Chest and Cash 
Box 


Of compact size and pleasing 
appearance, says the maker. Sug- 
gested retail selling price, 59c. 
or 65c. Samples upon request. 
Union Steel Chest Corp., Le Roy, 
N. Y. 





DIAMALLOY. 


“Tee ff 


Emeloid Golf Tees a 


Come in strips of twenty, tee 
being broken off strip as needed. 
Strips packed in cellophane; col- 
ors, red, orange and white. Sug- 
gested retail selling price, 25c. 
per strip. Dealer discount 40 per fim eds oy 
cent. The maker states that tees "FINEST. TOOLS 


D PAMALLOY, 
are 


are unbreakable and that they are 
not affected by the weather. The 
Emeloid Co., Arlington, N. J. 


Diamalloy Wrench 
Display Board 

In attractive colors, supported 
by a sturdy easel arrangement, 
will hold three wrenches. Board 
furnished free with an assortment 
of twelve Diamalloy wrenches. 
Diamond Calk Horseshoe Co., 
Duluth, Minn. 






























Fish-Houn Bait 


For casting and trolling, a 
combination bucktail and spinner 
with weighted head, heavily 
enameled and spotted with an eye 
to give it a lifelike appearance. 
Bucktail tied on a No. 1/0 hp. 
nickel plated, weedless treble 
hook, furnished in three patterns 
—natural and red, yellow and 
red and white and red. Gold 
plated, hand polished, Colorado 
type spinner blade. Furnished 
dealers on cards, six in a box, or 
on attractive counter displays 
containing three baits. Catalog 


available from manufacturer. 
Marathon 
Wis. 


Bait Co., Wausau, 





No. 301 Triple 
Action Thredlock 


A spring deadlock for use on 
all entrance doors, equipped 
with burglar alarm connections. 
The-maker states that it is abso- 
lutely jimmy proof. Solid bronze 
metal throughout, except saw- 
proof steel hooks in bolt, says 
the maker. Case, 3% by 3% 
in. Backset standard, 2% in., 


adjustable for doors from one and 


one-quarter to two and one-half 
inches thick; three silver keys, 
unlimited key changes. Packed 
one in a_ box, complete with 
screws; 36 in a case. Suggested 
retail selling price, $5.50. The 
Thredlock Co., Inc., 1029 East 
163d Street, New York City. 


HARDWARE 




















TELL YOUR CUSTOMERS ABOUT IT! 


The NEW DU PONT MX 


has made a great record 
in a few months’ time 


jive new and remarkable smokeless 
shotgun powder — DU PONT MX 


—is winning favor with shooters all 





over the country! 


OUTSTANDING “BETTERS” 
IN THE NEW DU PONT 






Itis a better powder—and it can help to 
build profits for you. DU PONT MX 


is clean burning. Shooters say it is easy 





on the shoulder. It is unaffected by at- 
mospheric changes and remains stable 
even under severe storage conditions. 
It is ballistically stable at either high 
or low temperatures. It provides uni- 
form loads and good patterns. 


Stock up on DU PONT MX —and 


increase your all-year-round business. 


‘SMOKELESS SHOTGUN POWDER 





E.I. DU PONT DE NEMOURS & CO.., Inc. 


Sporting Powder Division 


Wilmington - Delaware 





A NEW STAR 
IN THE SHOOTING WORLD! 








CORBIN SET SCREWS 


Wood, Drive, Coach, Machine, Set, Cap, Thumb SCREWS 
Special Automatic Screw 
Machine Products 


Stove, Tire, Sink BOLTS 


Machine Screw, Stove and Tire Bolt, 
U. S. ~ S: A: E. Castellated, 
S. A. E. Plain NUTS 


Jack, pothaarno , Register, Safety, 
Furnace, Ladder, Sash CHAINS 
Escutcheon Pins 
Speedometers Tachometers 
THE CORBIN SCREW 
CORPORATION 
THE AMERICAN HARDWARE 
CORPORATION; SUCCESSOR 
New Britain, Connecticut 
Warehouses: New York 
mnie Chicago Philadelphia 
SQUARE HEAD CL 


> NYP 
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New Attachments for 
Sunbeam Mixmaster 


Combination food chopper and 
meat grinder attachment, in com- 
plete unit of gear box, meat cut- 
ting plate, and coarse and fine 
vegetable cutters, lists at $5 or 
$5.50, Denver, Colo., and west. 
Packed separate from the Mix- | 


master. Can opener attachment 


slips on the machine in an in- |} 


stant and turns can around auto- 
matically, can remaining on sup- 
port until removed. Uses same 
power unit as food chopper and 
meat grinder attachment. List 
price, $1.25. If power unit is de- 
sired by customer who does not 
already have food chopper at- 
tachment, it lists separately at 
$2.75 or $3 for Denver, Colo, and 
west. Chicago Flexible Shaft 
Co., Roosevelt Road and Central 
Avenue, Chicago, III. 


DeLaval Home Dairy 
Spread Making 
Without Churning 


Can be accomplished with any 
new DeLaval Golden Series Sepa- 
rator, or any machines of this 
series and also on the Nos. 16 
and 17 sizes of the Electro Se- 
ries. The DeLaval Separator 
Co., 165 Broadway, New York 
City, has issued booklets on how 
to make DeLaval Home Dairy 
Spread, which is said to be a 
simple name for this dairy prod- 
uct, which might be termed 
“home butter,” or butter too low 
in butter-fat content to be within 
legal standard of commercial 
butter. Made by running milk 
warm from the cows, or reheated 
to about 100 degrees temperature 
through a Golden Series DeLaval 
Separator equipped with special 
wide-spout cream cover and spe- 
cial regulating cover. 


‘SOLVES FARMERS BUTTER PROBLEM 





8” Synchronous 
Motored Fan 

Stands 10% high, 8 in. 
wide, available in Nile green, 
cobalt blue, old ivory and orch- 
id. The maker states that it is 
absolutely quiet and will not in- 
with 


in. 


terfere radio reception. 


Sug- 


Dealer cost, $15 per dozen. 
gested retail selling price, $1.95. 
The Aldor Corp., 2533 North 
Ashland Avenue, Chicago, III. 
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Clok-trola 


Includes an electric clock, in an 
attractive walnut finish bakelite 





case, which turns the radio off and 
on, at hours desired. Other elec- 
trically operated equipment in the 
house may be controlled by the 
Clok-trola. Available also in a 
panel mount, taking a circle of 
5% inch diameter. Equipped 
with 36 small keys set in a circle 
around dial at 20 minute inter- 
vals, keys controlling an auto- 
matic electric switch. Any num- 
ber of keys may be turned at 
once, to assure continued opera- 
tion in units of twenty minutes. 


Stands 7 x 7% in. The Clok- 
trola Mfg. Co., 5430 South 
Broadway, Los Angeles, Cal. 





Atlas 9 Inch Screw Cutting Bench Lathe 

Has six speeds, ranging from 
47 r.p.m. to 600 r.p.m., v-belt 
driven. Right or left hand screw 
threads from 4 to 32 in. may. be 
Threading chart furnished 
Countershaft 


cut. 
with each lathe. 


mounted above headstock, motor 
being mounted on brackets in 
rear of countershaft. List $79, 
less motor. One-third or one- 
quarter horsepower motors avail- 
able from manufacturer. Atlas 
Press Co., Kalamazoo, Mich. 





Western Cartridge Fall Window Display Cutout 


Stands 42 in. high, colorful in 
design, and is based upon three 
paintings by Norman Hall. Unit 
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is flexible in size as telephone 
cord is adjustable. Displays will 
be sent only upon request. Dis- 





“Auxilor” Stack 
—tLoss Eliminator 


Of steel furnace construction, 
for installation in back of furnace 
or boiler so that the stack passes 
into it. Designed to increase ef- 
ficiency of old installations or old 
type equipment. Has an auto- 
matic by-pass damper set to give 
direct passage from main fur- 
nace or boiler to stack while 
fire is being started. The Health 
Air Systems Division, Economy 
Baler Co., Ann Arbor, Mich., 
states that at approximately 250 
degrees it closes, forcing hot 
gases to travel throughout the 
“Auxilor” before entering chim- 
ney, thereby reducing average 
stack temperature from 25 per 
cent to 40 per cent, effecting an 
economy in fuel consumption of 
as much as one-third. Measures 
28 in. in diameter and 70 in. 
high. Interior of heavy welded 
anti-rust copper alloy steel, gas 
tight. Intake and outlet hot air 
duct connects unit with room 
overhead at any desired points. 








plays will be sent out so as to 
reach the trade two or three 
weeks before opening of the prin- 
cipal shooting in each locality. 
Western Cartridge Co., East Al- 
ton, Ill. 
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Sherman Lawn Hose Fittings 


The best selling line for 30 continuous years. Made of Wrought 


Brass, Sherman Fittings never rust; home owners find them the most 






Sherman 


Sherman Portable 
Clinching Type Sherman Diamond Hose Spray Head 
Mender Nozzle (Patented) 


ings on every item. 






Sherman 
Clinching Type 
Coupling 


Sold Through Jobbers 


Sherman Wrought 
Brass Hose Coup- 
ling (Patented) 


satisfactory of all hose fittings and Sherman prices affect real sav- 
This fact coupled with Sherman Quality 
makes them the most profitable line to handle. 


H. B. SHERMAN MFG. CO. 
BATTLE CREEK 


£0 


MICH. 


Sherman Wrought Brass 
Hose Clamp (Patented) 








Sell Them 
by the set 





Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the users. 


It isn’t hard. Every mechanic needs the entire set in his work, and it 
resolves itself to a question of selling him once or seventeen times. Bring 
out the value of the case, its use in keeping the bits in order and near at 
hand, preventing loss, etc. Try it 

Forstner Bits are the only bits that are not dependent on a center or 
level to guide them. They cut from the outer rim. The entire pow hed Po 
at work all the time, no jagged ends; every part of the work is smooth and 
polished. They bore their way through hard, knotty, cross grained wood, 
leaving a smooth hole and clean, polished surface. 

Let us send you catalogues. Order through your jobber or direct. 





The Progressive Manufacturing Co. 
TORRINGTON, CONN., U. S. A. 




















KIMBALL 
ELEVATORS 


Rugged, compact 
and efficient, these 
light Electrics 
come with frames 
sawed, drilled and 
fitted ready to in- 
stall—low initial 
cost and low up- 
keep. 


Tell us the task 
you wish it to 
perform and we 
will give data 
on machine you 
require. 
























KIMBALL ELEVATORS 
KIMBALL BROS. CO. 


1205-19 Ninth St. 


Council Bluffs, Ia. 
SAA 
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Garden Girl Sanitary 
Waste Can 


Has stepon feature with lift 


cover. Ten quart inner galvan- 
ized refuse pail fits snugly 
into outside container. Pail is 


watertight, says the maker. Out- 
side container of sheet steel with 
baked japanned surface decorated 
with Garden Girl decoration. 
Color, ivory and green. Suggested 
retail selling price, central zones, 
$1.25. National Enameling & 
Stamping Co., Inc., 270 North 
Twelfth Street, Milwaukee, Wis. 





Auto Headlight Lamps 
Packaged Like Matches 


Each package, containing two 
Westinghouse Mazda super head- 
light lamps, resembles a package 
of matches, excepting that it is 
about twice as large. Dealers 
may obtain with an order of 25 
matched set holders, display con- 
tainer for counter, set of six 
lamp shape cut-out posters for the 
window; one large window pos- 
ter and one counter card. Offer 
built around the Mazda super 
headlight lamp No. 1000, each 
filament producing 32 c.p. The 
maker states that in most states 
32 c.p. lamps for both the “driv- 
ing” and depressed or “city” 
beam is permissible. Westing- 
house Lamp Co., 150 Broadway, 
New York City. 


extingh 


wper 


‘Matchet 


FOR SAFETY 
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Remington .22 Bolt Action Repeater No. 34 


Magazine holds twenty-two 
short, seventeen long, or fifteen 
long rifle cartridges in addition 
to cartridge in chamber. Cart- 
ridges may be used interchange- 
ably. Equipped with chromium 
plate bolt, bolt handle and trig- 
ger. Two lugs lock bolt firmly. 
Rifle cocks when bolt handle is 
lifted. The maker states that 
gun cannot be fired until bolt is 
locked in place again. Has barrel 
24 in. long. Weight, 5% Ib. Mil- 
itary-type stock of fine walnut. 
Finger grasping grooves in fore- 
end. Rear sight adjustable for 
elevation; front sight has white 
metal bead. The maker states 


that it is easy to load either 
magazine or directly into cham- 
Bolt head covered by re- 


ber. 


ceiver when in locked position. 
Built to handle Hi-Speed type as 
well as regular cartridges. Bright 
red band on firing pin indicates 
when gun is cocked. Military- 
type sear. Automatic ejector 
throws fired shell out of way 
when bolt is pulled back. Re- 
loading mechanism positively op- 
erated by moving bolt. Cartridge 
fed on straight line into cham- 
ber, preventing jamming or de- 
forming of bullet, says the 
maker. Bolt easily withdrawn 
from receiver by holding trigger 
back. Takedown for packing or 
carrying is easy. Suggested re- 
tail selling price, $14.60, includ- 
ing tax. Remington Arms Co., 
Inc., Bridgeport, Conn. 








17 Beaver 
Power Adapter 


Worm-driven die stock using 


No. 


interchangeable die heads to 
thread all sizes and kinds of pipe 
from % to 2 in., operated by 


means of a % in. heavy duty @Z 
Compressed-air |}))|| 


electric drill. 


drill may be used, if desired. 


May be handled by one man. Hi 


Aluminum alloy construction. 


Weighs 17% lb. A self-centering ||| 
holds _ it | 
squarely and firmly on the pipe. | 
Double | 


chuck on the rear 
Convenient top grip. 


ended drive enables cutting of 


right or left hand threads (or to— 


back off power). Driving socket 
to fit electric or air drill chuck 
supplied with each adapter. Re- 
sale price, $39.50, including driv- 
ing socket to fit standard drill 
chuck. Die head and _ hand 
ratchet stocks are extra. The 
Borden Co., Warren, Ohio. 





Issues “Advantages of 
Electric Cookery” 
Booklet 


Illustrating and describing the 
various models and features of 
the “Standard” line of electric 
ranges. A dealer-consumer piece 


of attractive appearance. The 
Standard Electric Stove Co., 
1718 North Twelfth Street, To- 
ledo, Ohio. 


Lucke Sash 
Holders 


Lucke No. 2 Snubber, selected 
hard birch stock, reinforced with 
bronze bushing, steel bracket and 
rivet, steel spring for keeping in 
locked position at all times. 
Spring optional, as 
snubber is sufficient to keep in 
position, says the maker. One 
screw and stamped prong said to 
hold it in perfect leverage posi- 
tion, such as would be exerted 
by anyone from the outs‘de; 








pressure of a jimmy from out- 
side only increasing pressure of 
snubber inside, says the maker. 
A touch of the finger releases 
snubber. For placement on top 
of lower sash, where it will not 
interfere with roller or sash cur- 
tains. Auxiliary Lucke No. 1 for 
lower sash only, may be used on 
right or left side of window, 
permanently fastened to frame 
by means of a clip made to fit 
any style window spline, to care 
for loose rattling windows, to 
hold in any position. Locks win- 
down up or down, where upper 
sash is not movable, as in old 
type spring lock windows. Lucke 
Sash Holder Co., 35 Norwich 
Avenue, Providence, R. I. 





weight ‘of - 














i BERNARD j 


Bernard Mechanical 
Cutting Plier Display 
Stand No. 1024 


Contains four Bernard No. 102 
mechanical cutting pliers held on 


upright rods by the “Gorilla 
Grip,” giving a demonstration of 
the parallel vise action. Display 


14 in. x 13°%4 in. Holds four No. 
102 pliers of different sizes: 4% 
in., list $1.50; 544 in., list $1.75; 
6% in. list $2.25, and 8 in., list 
$3.25. Stand free with four num- 
bers named above. Dealer dis- 
count 40 per cent. The maker 
states that the “Gorilla” grip 
will grip and pass wire through 
the jaws “hand over hand,” that 
it may be used to turn off a nut 
as well as for gripping glass and 
breaking it off without crumbling 
no matter what the thickness is. 
The Wm. Schollhorn Co., New 


Haven, Conn. 





King Outdoor 
Incinerator 


A burner for papers, leaves 
and refuse, made of No. 14 steel 
with No. 12 gage removable gate. 
Incinerator cut with ornamental 
pattern, designed for complete 
combustion, properly elevated for 
draft, says the maker. For the 


¥, home, for golf clubs, parks, play- 


grounds, etc. The Harrington & 
King, Perforating Co., 5655 Fill- 
more Street, Chicago, II]. 
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GRIFFIN HINGES 





OSL alee | 
Size of Butt — 33g x 3% In. 


poste 


No. 220 


N lovely homes 


where details mean so much 





are found--because they com- 
bine sturdy, practical quality 
with precise uniformity and 


superior finish. 


( SRIFFIN 


nufacturing Company 


ERIE, PENNSYLVANIA 








Branch Offices:- 


NEW YORK: 45 Warren Sr. BOSTON: 113 PurcHase Sy, 
CHICAGO: 162 N. CLINTON Sr. SAN FRANCISCO: 703 Market Sr. 
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and BETTER 


MONTAGUE 
BAMBEX RODS 






August Livenais, Jr., world’s record surf caster, 
testing a standard Montague Bambex Surf Rod. 
With it he has cast over 525 feet. 


EWEST development in fishing rods—most im- 

portant in many years. Montague Bambex con- 
struction greatly increases casting ease and fighting 
strength. Patent applied for. 


The natural energy of the Tonkin cane is retained, 
in wider and fewer strips of cane, laid boardwise 
and rounded by turning. Solid core, less glue, more 
pep and power. - 


FIVE STANDARD STYLES 


Bambex Tarpon and Tuna Rods............ $30 retail 
Bambex Surf Casting rods.........22seeee0% 20 retail 
Dae nee Be SOORs 6.6.66. 00506 4% becasue 10 retail 
Bambex Two-piece Boat rods........... -.+- 10 retail 
Bambex One-piece Bait Casting rods with offset 

NO 6:0 «0s 6 doeies.b snk Che waea meee aa te 10 retail 


Order samples of these exceptionally fast, power- 
ful and handsome new rods now. Get the cream of 
the coming new demand. Sold by leading distributors. 


MONTAGUE 


ROD AND REEL COMPANY 


World’s Largest Manufacturers of 
Split-bamboo Fishing Rods 


Drawer A-O Montague City, Mass. 








71 











A Dependable Grindstone 


For General Use 


The Norka is a strong, 
easy running’ grind- 
stone with excellent 
features that make it a 
steady, profitable seller. 
Has large roomy seat, 
clothes protector, trea- 
dles equipped with com- 
fortable foot rests and 
hardened steel balls 
which cannot work 
loose or drop out. The 


NORKA ait'scrine GRINDSTONE 


is furnished with a Genuine BEREA GRIT 
Stone—a product of our own quarries. This 
stone is the finest obtainable and properly used 
will wear evenly and not glaze. 





Frame is a rich Vermilion. Shipped K.D. 
with frame folded. Your Jobber will supply 
you. Send for Folder and Prices. 


THE CLEVELAND QUARRIES CO. 


g CLEVELAND OHIO 
i 28 West Broadway, New York 
Lombard & Co., Inc., Boston, Mass. 


le 
& 
Veet” New England Agency 


~ CHa - 
SPRING HINGES 
New “Sagless”’ Spring Pivot-Hinge 





' Type 4007 


Exterior Tension Adjustment 


An improved hinge for the gates in modern buildings 
and for replacing obsolete equipment in buildings to be 
made modern. 

The exterior tension adjustment permits regulating the 
spring power, after the gate has been hung, to suit 
different sizes and weights of gates or individual 
preferences. 


Chicago Spring Hinge Company, 
CHICAGO | , NEW YORK 

















Superior Brand 
Hardware Cloth 
is true to hard- 


=a ware cloth 
abt t Y oH 
Bee || standards. 
Un aa H Smooth, round 


wire always 
standard size. 
Woven evenly 
and _ thoroughly 
galvanized. 

















At Your Jobber 


G. F. Wright 
Steel & Wire Co. 


Worcester, Mass. 








CHRISTMAS 


ss TREE 
HOLDERS 





To retail at 50c 


Made of cast iron . . . three removable legs . . . one-piece 
water-tight bowl. Sturdy enough to carry 100 Ib. load. 
Finished in glossy green enamel . . . packed one in a car- 
ton. A pacemaker in values... No. 9593... retails at 
50c east of Rockies. 

The De Luxe Model No. 9592... 
ber feet, retails at $1.00 east of Rockies. 


ARCADE MANUFACTURING CO., FREEPORT, ILL. 


ARCADE 


HARDWARE 


heavier, stronger, rub- 
Write for folder. 
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HERE’S A WAY TO BUILD 


more business 


THAT’S AS SIMPLE AS 


THERE IS A CONSTANT DEMAND FOR GLASS FOR 


REGLAZING. Home owners may possibly delay buying and 
remodeling. They cannot delay REPAIRING broken windows. 





L-O-F QUALITY GLASS IS NATIONALLY KNOWN and its supe- 
rior quality is accorded almost universal recognition. You do not 
have to explain what it is or how good it is. National advertising has 
acquainted the public with the facts and eliminated sales resistance. 





YOU HAVE AN ASSURED, PROTECTED PROFIT. Because of 
the thorough annealing L-O-F Quality Glass receives in ovens 
5 and 6 times longer than any others in the industry, it is less 
brittle and consequently less liable to breakage. In cutting to 
desired sizes, there is less loss of glass to cut into your profit. 
e e e 
Display L-O-F Quality Glass on your counters and in your windows. 
There is a ready market for it. A reminder will often make a sale. 


LIBBEY: OwENS: FORD 


QUALITY GLASS 


L LIBBEY- OWENS-FORD GLASS COMPANY, TOLEDO, OHIO 
Manufacturers of Highest Quality Flat Drawn Window Glass, Polished 

Plate Glass and Safety Glass; also distributors of Figured and Wire Glass 

z manufactured by the Blue Ridge Glass Corp. of Kingsport, Tennessee, 
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Opening Branch Stores 


(Continued from page 29) 


of calls for any items justifies carry- 
ing it in stock.” 

On the question of personnel, 
Vonnegut’s policy is to send to the 
branches only employees who have 
a thorough knowledge of the gen- 
eral sales policies and the stock 
of the main store. For example, 
in choosing the staff for the third 
branch to be opened, the one in 
the newly developed market garden 
district, the manager is a man who 
had had years of experience in the 
garden supplies and paint depart- 
ments of the main store, and a good 
general hardware experience. His 
first assistant had been in the shelf 
hardware department at the main 
store, and the second assistant had 
been in the order department. 

“Tt means a lot to have as manager 
a man who fits well in the life of the 
community,” Mr. Vonnegut said. “If 
possible he ought to be one who lives 
in the community.” 

Two of the Vonnegut branches were 
opened as new stores. In the third 
case a going business, whose owner 
was in ill health, was purchased. 

“From the operations standpoint it 
is easier and better to start a new 
store,” Mr. Vonnegut said. “You can 
choose quarters better suited to your 
needs, you can put in new furnishings 
and new stock, and you have no carry- 
over of old merchandise that may 
have to be sacrificed. 

“However, it is true that from the 
standpoint of community good will it 
is better to buy an established busi- 
ness. Especially in an old and 
settled community, there is less likeli- 
hood of resentment against a ‘big 
store’ coming into competition with 
friends and neighbors.” 

The Vonnegut company’s experi- 
ence indicates that in selecting quar- 
ters for a branch store it is best to 
choose a ground floor room, without 
basement or second floor, and with 
less floor space than is indicated by 
apparent requirements of population, 
rather than more. 

“We found the single-floor arrange- 
ment better,” Mr. Vonnegut said, “be- 
cause it is easier to supervise and be- 
cause there is less tendency for slow- 
moving stock to pile up. With one 
room the place doesn’t become a 
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junk heap, because there isn’t room 
for junk. A stockroom is not needed, 
because stock is supplied as required 
from the main store. 

“We found also that a little less 
space than is apparently needed is 
better than a little more. We were 
afraid when we rented the room for 
our first branch that it would soon 
prove too small, but the actual result 
was excellent. The small space 
makes perfect order necessary. Stock 
is kept down, because there is no 
room for extra stock, and that means 
faster turnover.” 


Square Type of Room 


The square type of room is pre- 
ferred because it gives opportunity 
for more merchandise near the front 
of the store, and larger window dis- 
play. Another benefit of the wider 
room is that store displays are more 
flexible. Two or even three aisles 
can be laid out, and displays can be 
changed from one position to another. 

Mr. Vonnegut admitted frankly that 
the problem of the best type of pro- 
motion of branch store trade is one 
they have not yet solved satisfactorily. 

In advertising the opening of the 
new branches the company used prin- 
cipally display announcements in 
community newspapers, and had ex- 
cellent results. The advertising was 
carried for five days before the open- 
ing in each case, announcing that 
souvenirs would be given women and 
children guests the opening day. 

“Our experience has been that the 
local community paper is an excellent 
medium for promoting a big event, 
such as an opening, but not so good 
for building day-to-day business. 
Handbills are a better medium, but 
they are much more expensive.” 

In its general advertising in the 
large city dailies, the company car- 
ries the names and addresses of the 
three branches. The Friday and Sat- 
urday specials at the main store, of 
course, apply equally to the branches. 

“It took a year to show results in 
the branch stores from this method, 
but they are beginning to come,” Mr. 
Vonnegut remarked. “Week after 
week we would advertise specials, and 
carry the addresses of the branches. 
Week after week the reports from the 
branches on these specials would 





show ‘None,’ ‘None,’ ‘One’ and so on. 
But now the sales reports from the 
branches on advertised specials are 
beginning to climb. Evidently the 
people are at last connecting the 
branch store with Vonnegut advertis- 
ing.” 

It is an interesting fact that three 
of the four Vonnegut stores are on 
Washington Street, the main east and 
west thoroughfare of Indianapolis, 
and the city’s part of the old National 
road, now Road 40, running from 
Washington and Baltimore to San 
Francisco. The main store is at 120 
East Washington Street, in the down- 
town district. The Irvington store is 
in the 5500 block east and the Bel- 
mont store in the 2500 block west, 
both on Washington Street. The 
Fountain Square branch is about 12 
blocks southeast of the main store. 

Franklin Vonnegut is president of 
the Vonnegut Hardware Co.; George 
Vonnegut is secretary-treasurer, E. G. 
Vonnegut vice-president, and Ralph 
C. Vonnegut sales promotion man- 
ager. The business has been con- 
ducted in Indianapolis nearly eighty 
years. ~~ 





Watch for the 


Catalog and Directory 
Number of 
Hardware Age 


Published Sept. 29th 


This is the successor to 
the well known Hard- 
ware Age Catalog for 
Hardware Buyers, (the 
Green Book). You will 
want to keep this new, 
revised catalog for refer- 
ence. It will tell quick- 
ly who makes almost any 
item of merchandise you 
may be interested in. 


It will bring you the con- 
densed catalogs of more 
than 160 manufactur- 
ers, giving detailed in- 
formation about their 
products. 

More than 500 pages of 
helpful information. 
Watch for it. 
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SAMSON TRADE MARK 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


Yate) san OO). 9D) 


SAMSON SPOT, PHOENIX and SACHEM brands 


each the standard of quality for its particular use. 
“There IS a Difference in Sash Cord’’ 
OTHER BRAIDED CORDS: COTTON TWINES 


Send for catalogue, samples and selling information 





Cortland 


SCREEN WIRE CLOTH 
POULTRY NETTING 
GALVANIZED 
HARDWARE CLOTH 
BRADS AND NAILS 


c HER 
CORTLAND, N. Y. 













Comfort Can Be Sold! 


It always has the same appeal. Hill Clothes Dryers eliminate 
wash-day fatigue, through saving wasted steps and the up-and- 
down trips of the clothes basket. One hundred and fifty feet 
of line within immediate reach. Sell this convenience! 










THE CHAMPION 

For the lawn. Fits space 14 feet square. 

Made in three sizes, carrying 100, 115 

and 150 feet of line. Durably made. 
Attractively finished in colors. 


Clothes Dryer Co. 
Inc. 


Worcester, Mass. 

















Moe’s Five Foot Feeder 





™,™- . a. 

Poultry Leg Bands 
Moe’s Line—A standard complete line of Poultry Equipment. 
Sold wherever poultry is raised and nothing better made. 


Write for New Catalog No. 22 and Prices. 


OEFT & COMPAN 


2305 Davis St., North Chicago, IIl. 





Makes Good” on Every Job 


COES All-Steel Wrench sells well because it ‘Makes 
Good” on every job. Recommended for heavy work in 
exposed’ places where heat, steam, acids, dampness, water 
and insects would ruin a wood handle wrench. Sizes: 
6” to 21” ’ : 
Ask your Jobber. 


BEMIS & CALL CO. Springfield, Mass. 























The symbol of 


quality in chain 


There is an ACCO Chain for every 
industrial, farm and home purpose 
—in bulk or made into specialties. 
Concentrate on this profitable quality 
line. Made by the world’s largest man- 
ufacturer of welded and weldless chain. 


AMERICAN CHAIN CO., Inc. 
Bridgeport, Conn. 
Makers of the Famous Weed Tire 
Chains. 


MORE SOLD 


More Good Luck Jar Rub- 
bers are sold than any other 
kind. Used by experts and 
home canners for 20 years. 
Highest quality jar rubber 
made. Nationally adver- 
tised. Excellent profit. Big 
repeats. 10c. a doz. Two 
gross (24 cartons) in full 
color display container. 


GOOD LUCK Jar Rubbers 
With the BIG handy lip 


BOSTON WOVEN HOSE & RUBBER CO., Cambridge, Mass. 
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This modern Nail Package contains 
EXACTLY five pounds of Sterling 


Non-Splitz Oval Nails. This accurate 
measurement insures FULL PROFIT 
on each sale. And sales repeat 


quickly, for Sterling Non-Splitz Oval 
Packaged Nails find instant favor 
with all Nail users as soon as they 
are introduced. 





DRIVE EASIER 
AND 
PULL HARDER 


Sharp Chisel point cuts 
cleanly across — and Patented No. 1846709 
allows oval shan to : : 
enter wood with grain free from inter-fiber distortion. Does not 
pry wood apart, and lies steadfast with grain . ot oes more Nail 
surface exposed to inter-fiber of wood. 50 to 70% MORE HOLD- 
ING POWER. : : : 
Oval Shank fits natural grip. Chisel point elimi- 
nates split lumber. High carbon content prevents 
bending of Nails when driven. 8 to 10% MORE 
NAILS PER POUND. Sterling Non-Splitz Nails 
are easier and quicker to sell, no weighing or wrap- 
ping. 
"REE DISPLAY STAND. Write today for complete information and 
_— how to get sales-making Display Stand FREE. 


NORTHWESTERN BARB WIRE COMPANY 
STERLING, ILLINOIS 










Patented CHAIN VISE 


An improved vise for 
Plumbers, the logical 
vise for garages and 
maintenance  depart- 
ments. 


Plumbers and _ steamfitters 
find this vise light, compact 
and strong—an ideal vise to 
take on the job. Jaws are 1- 
piece (patented feature) drop 
forged. Base and Handle are 
also drop forged. The Screw 
is alloy steel, the Nut hard- 
ened; the Chain proof-tested. 





conduit. 


Write for 
Catalog P-10 


It has extreme capacity—will hold large and heavy pipe 
securely, at the same time will not bend or crush the thinnest 
In garages and repair shops it serves a number of 
purposes for it will take a firm grip on tapered and off-shaped 
pieces. It is one of the “Better Pipe Tools” distinguished by 
the Arm-and-Hammer Trade Mark. 


“The Tool Holder People” 




















Replace it 
with ..A 


KIMBALL 
ELEVATOR 


Is your elevator old 
and shaky? Why not re- 
place it with a Kimball 
machine—They are com- 
pact, powerful and safe— 
Tell us the job it has to do 
and let us submit prices and 
data on machine to do it. 








What are your requirements? 
We have an Engineering 
Dept. to aid you. Write us! 


KIMBALL BROS. CO. 


1205-19 Ninth St. 
Council Bluffs, Ia. 6AA 
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Whal’o Your Jdea 
of the Jdeal 
Golding Chair? 


Of course your first interest is 
in profits, but you want your cus- 
tomers satisfied too. The chair 
should be attractive to the eye, 
sturdily constructed. It should not 
rattle, tilt, warp, rust, or turn 





(Junior 
Size) 





white in the rain. It should be easy to open and close, 
EASE-y to sit in and easy to stack. 

There is only ONE such chair in existence. It is the 
All-Wood TUCKER’WAY, designed so you can sell 
them, priced so customers will buy ’em. 





The TUCKER’WAY chair is made singly or in sec- 
tions, in regular and juvenile sizes in natural (Beech), 
Red, Blue, Green, Orange. Walnut, Black, or other colors 
on special order. 

Send for a sample of this chair and bang it around. Learn 
how tough and strong it is. (No free samples. Chair may be 
returned or kept as part of order). Also address Dept. D-16 
for our new catalog in colors showing the entire PEERLESS 


Line. Write Tucker, the Chair Man 


Tucker Duck & Rubber Co. 


Folding Furniture, Furniture Pads, Paulins, Tents, Mops, etc. 


Dept. D-16 SL Fort Smith, Ark. 
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ARMSTRONG BROS. TOOL CO. 
314 N. Francisco Ave., CHICAGO, U. S. A. 

















INDEX TO ADVERTISERS 








THE ADVERTISERS INDEX is 


published as a convenience and not as a part of the advertising contract. 


No allowance will be made for errors or failure to insert. 


Every 


care will be taken to index correctly. 
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CLASSIFIZD ADVERTISING 
RATES 





Positions Wanted and Help 
Wanted Advertisements at Spe- 
cial Rate of one cent a word, 
minimum fifty cents per in- 
sertion. 








Use the “Classified Opportunities Section” to Reach Hardware Manufacturers 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


THE FOLLOWING RATES 
“Business Opportunities,” ‘Sales 
and “Sales Representa- 
advertisements. 


apply to 
Accounts Wanted” 
tives Wanted” 





Set Solid, Minimum of 50 words... .$3.00 


Each additional word........+.+. 06 
All Capitals, Minimum of 50 words.. 4.00 
Each additional word......... coe 8 


Allow Seven Words for Keyed Address 


Remittance Must Accompany Order 





Samples of merchandise, literature, catalogs, etc., will 





BOXED DISPLAY RATES 


- 4.00 


Discounts for Classified Advertising 
4 insertions, 10% off, 8 insertions, 15% off. 
Due to the special rate, these discounts do 
not apply on Position Wanted or Help 
Wanted Advertisements. 
HARDWARE AGE is published every other 
Thursday. Forms close Nine Days previous 
to date of publication. 











Address your advertisements and replies to 
HARDWARE AGE, Classified Opportunities, 
239 West 39th St., New York City 


not be reforwarded 














HELP WANTED 


EXPERIENCED HARDWARE MEN located 
within the Metropolitan district of New York 
City will find it to their advantage to register 
with this bureau for positions. We are called 
upon from time to time to fill vacancies in the 
hardware industry and we need clean cut and 
thoroughly experienced young men. No registra- 
tion fee required. 

ASSOCIATED PLACEMENT BUREAU 

152 West 42nd Street 
Wisconsin 7-1802 New York City 








ACTIVE SALESMAN WANTED with es 
tablished tollowing among Hardware and Paint 
Stores to handle the famous Tom Thumb 10c 
and 25c line of Paints and Enamels. Address 
TOM THUMB LABORATORIES, 72 Warren 
St., New York City. 





SALES REPRESENTATIVES 
WANTED 


JOBBER SALESMAN WANTED—Manufac- 
turer of thirty years standing enjoying national 
reputation has an excellent opportunity for ex- 
perienced jobber salesman acquainted with the 
Radio Trade to offer a special low price “deal” 
for limited time. Special premium feature of 
“deal” makes a $9.00 to $15.00 a day income 
on commissions easy for even average salesman. 
May lead to permanent connection. To receive 
consideration applicant must give complete busi- 
ness history, references and age. Adress Box 
J-911, care of Harpware Ace, New York City. 








RESPONSIBLE MANUFACTURERS’ REP- 
RESENTATIVES wanted to sell to Hardware 
Jobbers and Retailers, a live Hardware Specialty. 
Straight 15% commission, with full credit for 
repeat business. 60% off the list to the Jobber. 
In first letter please note the other items you 





handle, firms represented and territory covered. 
Address Box J-909, care of Harpware AGE, 
New York City. 

SALESMAN to carry as a side line on a 
liberal commission basis the complete line of 
Arline Steel Rules, Kitchen Scales and Mirror 


Switch Plates for electrical and hardware trade. 
Resident men wanted who call on local dealers 
and also traveling men. We also want men call- 
ing on the jobbers and wholesalers. Apply, giv- 
ing territory covered and present lines carried. 
Also whether you call on jobbers, dealers or 
both. Address Kirsch & Kirsh, Inc., 167 Madi- 
son Avenue, New York City. 





_ WANTED-—Sales_ representative on _commis- 
sion basis to sell to the Hardware, Plumbing 
and Electrical trade a high class line Hack Saw 
Blades. Liberal commissions. Exclusive terri- 
tories. Address Box J-906, care of HARDWARE 
AcE, New York City. 





WANTED~— Manufacturers’ represenative in 
the southeast and central southwest to repre- 
sent an old established house on harness hard 
ware and harness chains on a commission basis 
—one who is now calling on the wholesale 
saddlery and hardware trade. Address Box 
J-904, care of Harpware AcE, New York City 





SALESMAN WANTED. Man now traveling 
New York State to handle additional established 
lines. Address Box J-918, care of HaArpWare 
Ace, New York City. 
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SALES REPRESENTATIVES 
WANTED 








SALESMAN WANTED 
A large well-known manufacturer, producing one of 
the oldest and best known lines distributed through 
wholesale Hardware Jobbers wishes high grade repre- 
entative on salary and expense basis. Must have 
broad acquaintance with executives and Purchasing 
Departments in the hardware field from the Rocky 
Mountains east. Would have to travel almost con- 
stantly, selling and keeping trade sold. In reply 
tate experience, age, salary expected and other in- 
formation of importance. Address Box J-912, care 
HARDWARE AGE, New York, N. Y. 














SALES ACCOUNTS WANTED 








Manufacturers Representative 
calling on wholesale hardware, auto accessory, 
mill supply, contractors’ supply, saddlery and 
industrial, in states of North and South Dakota, 
Minnesota, Iowa, Nebraska, Kansas, Missouri, 
Wisconsin and Illinois. Have covered territory 
for twenty years and have a following and can 
handle one or two more lines. Am _ covering 
territory now every 12 weeks. Address Box 
J-882, care of HARDWARE AGB, New York City. 














TRAVELING SALESMAN, twelve years 
successful sales experience, wholesale hardware, 
furniture, electrical specialties. Last three 


years representing nationally advertised line to 
department store, hardware and housefurnishing 
accounts in Michigan, Indiana, Ohio. Good fol 
lowing. 41 years of age; married. Prefer cou 
nection with manufacturer desiring representa- 





tion in this territory. Satisfactory references 
furnished as to character and ability. Address 
Box 7468A, care of Harpware AGE, Chicago, 
Illinois. 

SALESMAN—Would like to represent a few 
reliable manufacturers in New York State, out- 
side of New York City. Commission basis. Can 


carry stock if desired. Ten years coverage of 
trade. Adress Box J-908, care of HARDWARE 
Ace, New York City. 


EXPERIENCED SALESMAN would like to 
secure manufacturer’s line in the southwestern 
states selling to hardware jobbers and large de 
partmertt stores on a commission basis. Can 
furnish satisfactory references. ~Address P. O. 
Box 825, Shreveport, Louisiana. 











AGGRESSIVE YOUNG MAN with acquaint- 
ance among manufacturers in New York Metro- 
politan District offers thorough active represen- 
tation to manufacturer of quality line of mill or 
contractors’ supplies. Good references. Address 
a J-888, care of Harpware Ace, New York 

ity. 





WELL-ESTABLISHED SALES ORGANI- 
ZATION with warehouse facilities in New York 
City, can handle to advantage two additional 
reputable lines. Contacts Hardware, Automo- 
tive, Mill supplies and kindred trades in New 
York, ew Jersey and Connecticut. Address 
Box J-917, care of Harpware Ace, New York 
City. 





SALESMAN, calling on Hardware, Drug and 
Electrical jobbers in Texas, Oklahoma, I.ouisiana, 
Arkansas and Memphis, desires another line. 
Information cheerfully given to reputable manu- 
facturers who may be interested. Address Box 
J-898, care of Harpware Acz, New York City. 





BUSINESS OPPORTUNITIES 





; WANTED AT ONCE, smal! hardware store 
in eastern New York, New Jersey or south- 
western Connecticut. State full details as to 


location, population, competition, condition of 
stock, selling price and terms in your first let- 
ter. Prompt action urgent so we can investigate 
your proposition at once if advisable. Address 
on J-903, care of HarpwareE Ace, New York 
ity. 





MANUFACTURERS OF MECHANICS’ 
TOOLS, long established, now operating, offer 





for sale plant, equipment, good will, etc. In- 
terested parties address Box J-916, care of 
HarpWwarRE AGE, New York City. 

PATENT FOR’ SALE. “Lawn Mower 


Sharpener.” Can be attached to a lawn mower 
and sharpen mower while in operation or sharpen 
separately by~hand. Address Mr. Gaspare Izzo, 
Moonachie, N. J., R.F.D., Rutherford, N. 


POSITIONS WANTED 











A MODERN MANAGER !S AVAILABLE—Wealth 
of experience in producing results coupled with 
ability; analyzing markets and their possibilities; 
selecting and training salesmen to secure results; 
planning and executing productive advertising; select- 
ing kinds most suited to the merchandise, service 
and finances. Experienced in National Magazine, Trade 
Journal, direct mail; Co-ordinating advertising and 
sales efforts to get the most for the expenditure. 
Economical in administration. Such a man is avail- 
able to undertake sales or (and) advertising manage- 
ment. Address Box No. J-902, HARDWARE AGE, 
New York, N. Y. 

















EXPERIENCED HARDWARE MEN with 
many years of training in the hardware industry 
are continuously filing applications in this bureau 
for positions. None but thoroughly experienced 
and well trained men are permitted to register 
with us. If you are in need of clean cut, well 
trained individuals in any part of the metropoli- 
tan district of New York, just phone this office 
and you shall receive prompt attention. The 
basis of compensation is at your discretion but 
strictly commission jobs are not acceptable. 

ASSOCIATED PLACEMENT BUREAU 

152 West 42nd Street : 
Wisconsin 7-1802 New York City 








HARDWARE and PAINT MAN, gentile, age 
37, married, sober and industrious, with twelve 
years’ experience on the road selling paint, also 
eight years’ retail and road experience selling 
hardware of all classes. Desire to connect with 
a live, reliable and aggressive firm, where I can 
take charge of the paint or hardware department, 
or both, and develop it to our mutual satisfaction. 
Salary is not the main object. Opportunity is 
what I am looking for. Satisfactory references. 
Address Box J-883, care of HARDWARE AGE, New 
York City. 





HARDWARE MAN, 38 years old, with six- 
teen years’ hardware experience, has_ special 
training in sampling, store arrangement, stock 
control and merchandising in general. Has made 
decided improv ts in arrang t, personnel 
and service to customers in stores where he has 
been employed. Six years as manager one store 
employing as many as forty people doing large 
retail hardware business, where he controlled 
buying and selling with full authority over em- 
ployees, is now open for proposition. Good ref- 
erences and invites investigations. Address Box 
J-890, care of Harpware Ace, New York City. 





HARDWARE AGE 




















CLASSIFIED OPPORTUNITIES 


Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should not be addressed to box numbers. 





POSITIONS WANTED 


BUILDERS’ HARDWARE MAN of wide ex- 
perience, thoroughly familiar with plans, speci- 
tications and detail, wishes to connect with a 
reliable organization handling builders’ hard- 
ware. Address Box J-853, care of HARDWARE 
Ace, New York City. 


EXPERIENCED HARDWARE SALESMAN 
desires connection with jobber or manufacturer. 
Age 32, married, seven years with large jobber 
in (New York State territory and two years with 
nationally known manufacturer. Prefer New 
York State territory. Excellent references. Ad- 











dress Box J-897, care of Harpware AGe, New 
York City. 

TRAVELING REPRESENTATIVE, - seven 
years’ experience in builders’ hardware. Large 


acquaintance with buyers’ and builders’ hardware 
men in Atlantic Coast States, desires connection 
with reputable hardware manufacturer. Address 

re J-886, care of HarpwareE AGE, New York 
ity. 

YOUNG MAN, age 25, eight years’ retail ex- 
perience with first-hand knowledge of mechanics 
tools, shelf and builders’ hardware. Makes good 
appearance and has sales ability. Good lock- 
smith and general mechanic. Best of references. 
Metropolitan territory preferred. Will consider 
wholesale offer. Address Box J-894, care of 
Harpware AcE, New York City. 

BUSINESS COLLEGE GRADUATE, age 33, 
four years’ general office experience, seven years’ 
hardware experience. Thoroughly trained in all 
departments of retail and wholesale hardware 
business. Desires position. Will consider travel- 
ing. Can furnish first class reference. Willing 
to go any part of United States. Address Box 
J-900, care of Harpware Ace. New York City. 


CATALOG COMPILER with sixteen years’ 
experience with hardware jobber and catalog 
printer desires temporary or permanent position. 
Excellent references from past employers. Salary 
less important than opportunity. Address Box 
J-895, care of Harpware Acre, New York City. 











POSITIONS WANTED 








SALESMAN—Well acquainted jobbers and 
large retailers. Pennsylvania, New Jersey, Dela- 
ware, Maryland, District of Columbia. —. 

stee 


five years old, eighteen years experience, 
and wire products, electric appliance, tools, shelf 
hardware. Successful record. Best references. 
Seeks connection with manufacturer or jobber 
dissatisfied with present volume or desiring to 
enter this territory. Personal interview solicited. 
Write Box J-899, care of Harpware Ace, New 
York City. 





MANAGER — Department 
tactful, depend- 
Wire Fenc- 


WAREHOUSE 
Ilead, 39, married, industrious, 
able, understands Heavy Hardware, 
ing, Building Material, Supply Lines. Long ex- 
— supervising Receiving, Stock, Order 
Filling and Shipping Departments. Best ref- 
erences. Prefer Metropolitan district. Address 
Box J-737, care of Harpware AcE, New York 
City. 


POSITIONS WANTED 











STORE? If 


A BETTER 
and would be 


store 


DO YOU WANT 
you want to improve your 
interested in securing the services of a man 
who can do that for you, and has had years 
of actual hardware experience with special train- 


ing in store arrangement, displays, stock control, 
merchandising in general, and has made decided 
improvements in any store where he has been 
employed and can give good references and_in- 
vites full investigation, communicate with Box 
J-913, care of Harpware Ace, New York City. 





SALESMAN—Fifteen years sales and execu- 
tive experience. Wide acquaintance with whole- 
sale and retail hardware, mill and mine supply 


and manufacturine trade in Western Pennsyl- 
vania, Ohio, and West Virginia. Headquarters 
Pittsburgh. Seeks new connection in executive 
capacity, any location or will represent estab- 


lished manufacturer in Pittsburgh territory Ad- 








EXPERIENCED TRAVELING SALESMAN 
invites correspondence from manufacturer wish- 
ing to introduce or increase business with 
Wholesale Hardware, Mill or Auto Supply Job- 
bers. Have covered most of the U. S. and sold 
railroads and large industries; also active, clean 
cut, hustler, convincing and honest—a_ business 





builder. Good references furnished. Address 
Box J-907, care of Harpware AGE, New York 
City. 

HARDWARE MAN, forty years of age, 
single, sober and industrious, thoroughly ex- 
perienced in the hardware’ business, both 
wholesale and retail, desires a position with 


some reputable retail firm as manager or sales- 
man where ability and work will be appreciated. 
Can furnish best references. Middle west or 
south preferred. Address Box J-905, care of 
Harpware Ace, New York City. 


dress Box J-910, care of Harpware AcE, New 
York City. 
MERCHANDISER with ten years’ experi- 











ence in retail hardware trade desires position 
in or near Wisconsin. Experienced in buying 
and salesmanship. Can furnish excellent ref- 
erences. Address Box J-915, care of Harp- 
WARE AcE, New York City. 

HARDWARE MAN, 14 years’ experience 
in general and builders’ hardware line, both re- 
tail and wholesale; 32 years of age and mar- 
ried; can read plans and make up specifica- 
tions. Address Box J-914, care of HARDWARE 
Ace, New York City. 

HARDWARE AND HOUSEFURNISHING 
EXECUTIVE employed 21 years as_ man- 
ager. Last 14 years president of prosperous 
concern. Open for position in similar capacity. 
B. W. Lee, 1785 Summer Street, Stamford, 
Conn. 
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@ Now you can enjoy the luxury and convenience of the Book- 
Cadillac Hotel in Detroit at prices that fit 1932 budgets. 1 
@ Many of the 1200 rooms of this famous hotel now are priced | 
as low as $3 a day for one person, $5 for two. And every 
room has bath, circulating ice water, and other modern 


conveniences. 


@ Restaurant prices have been scaled down to thrifty new 
levels, too: The five restaurants include a cafeteria and 
coffee shop with quick service and popular priced menus. 


@ Try the Book-Cadillac the next time you visit Detroit. 


Under direction BokCO adillac 


DETROIT 


of Ralph Hitz 
E. T. LAWLESS 
Manager 





HOTEL NEW YORKER, NEW YORK, ALSO UNDER 





SEPTEMBER 1, 1932 





A Bargain 


in Luxury 






ROOM andBATH 


Rie 








RALPH HITZ DIRECTION 













DISTINCTION 


Guests at the William Penn enjoy the pres- 
tige of a good address. = a # From coast 
to coast it is known as a hotel of distinc- 
tion, possessing an atmosphere appreci- 


ated by experienced travelers. Yet 
rates are reasonable. a a # William 
Penn Restaurants serve only the high- 
est quality of food at moderate prices. 





H Gt fe 


WILLIam Penn 


PIT TtTeeLUvURGH 


1600 ROOMS...1600 BATHS 


79 









Standard of 


Accuracy 





Your Jobber Can Supply You 


UFKIN TOOLS 


Extreme Accuracy, Correct Design, and Superior 
Finish have made them first choice with all good 
mechanics. 

You should be familiar with this better line of 
Precision Tools. 


THE [UFKIN foULe C0. 


SAGINAW, MICHIGAN 
106 Lafayette St., New York City 


TAPES and RULES 


Write us for Tool Catalogue or Catalogue of 








REVOLVERS 
SHOTGUNS 


TRADE 


5 
co. 
MARK 


Send for catalog 


Harrington & Richardson Arms Company 
Worcester, Mass., U. S. A. 


PLYMOUTH PRODUCTS 
BIG SELLERS 


COBBLER OUTFITS and Shoe 
Lasts and Stands are in big 
demand right now. Shoes are 
worn longer— men are “half- 
soling their own.” Display Ply- 
mouth Cobbler sets on your 
counter and in your window 
and watch them sell. Pi: 
Products also inelude “Gem,” 
“Little Giant,” “Never Fail” 
and “R & H” Corn Shellers and 
“Rapid” “Korn King” 
Grist Mills. Write for catalog 
and low prices. 


EcoNnoMY 


THE FATE-ROOT-HEATH CO. 
(fe) =1- 18-471 


“1322-1358 High St., 
Plymouth, Ohio 




















Steel Brick and Mortar Hods 





No. 158 Mortar. No. 162 Brick, 
26”x12” x 11%” deep. 22”x10"x7” deep. 
Have been used for years because of their strength 
and lightness. No dripping onto the user’s back. 
They are all steel too. 
Present Prices Will Interest You 
Made by 


THE CLEVELAND WIRE SPRING CO. 
E. 38th St. and Hamilton Ave. Cleveland, Ohio 




















emeceo 


Brass Head Rustless 
Numeral ThumbTacks 


For use on Windows, 
Screens, Storm 
Doors, Furniture, 
Shelves, Bins, etc. 
Numbers run from 1 
to 25, 26 to 50, 51 
to 75, 76 to 100. 
25 Numbers on each 
block, 12 blocks in 
a box, 12 boxes in a 
carton. Retail at 10¢ 
for 25 numbers. De- 





mand them from 
your jobber—if he 
cannot supply you 
write us. 


Robt. E. Miller, Inc. 
35 Pearl Street 
New York, N. Y. 
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Sell | COLUMBIAN ne 
the Most Modern 








Columbian does not keep up with the times — 
eae it keeps always ahead of them. Every modern 

i improvement will be found, perfected in 
Columbian Tape-Marked Rope. 
Sell your customers Columbian — the greatest 
value giving rope on the market. Send for a 
copy of our folder, “What Waterproofing 
Really Means.” 

COLUMBIAN ROPE COMPANY 

Auburn “The Cordage City”, N. Y. 
NEW YORK CHICAGO BOSTON NEW ORLEANS 


SRANCHES:— 








y BRUSH-NU COMPANY |. 


BALTIMORE MARYLAND 











HARDWARE AGE 
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Padlocks 
LF IRQ LE LE 


™,...these three new 75c retailers 


All Brass 


Pin Tumbler 
Cylinder Padlock 


— this $2.25 extra profit deal’ 
is sweeping the country! 








ers) in beautiful display carton .. $2.00 





VY, Dozen No. 77 Master Jungle 
King cadmium-plated steel case 
pin-tumbler padlocks with solid 
brass cylinder. Pack of six in at- 
tractive counter carton — 50c re- 
ea Bews oc an we « BE 


FREE — Three No. 88 Master 
Jungle King Padlocks with all-brass 


case. Leading 75c retail value... FREE 

















Order Now from Your Jobber 


1 . * FEATURES 
| Master's President Special No.1932 |... : 
- Beautifully proportioned and 
|= | 
(\ . Y, Dozen No. 500 Master Lami- Pace Price 4 Zz All-brass, wedge-riveted case, 
OD} ° . Re time and weather-proof. 
@qy) nated Junior Padlocks (50c retail- 3. Sell hemecstindes 


4. Heavy brass locking lever. 
5. Brass pilfering protector. 
6. Self-locking steel swivel shackel. 
7. Pin tumbler security with high- 
est grade nickel silver pin tum- 
blers and drivers. 
8. Key changes pradtically unlim- 
ited. 
9.Two nickel silver embossed 
keys of highest quality. 
10. Can be keyed alike at no extra 
charge. 
‘11. Can be master-keyed at only 
$2 net extra per dozen. 


MASTER LOCK CO. 












SEPTEMBER 1, 1932 





World’s Largest Exclusive 
Padlock Manufacturers 


Milwaukee, Wis., U.S.A. 

















Shot Guns 
Rifles 


REGISTERE 


A\ir Rifles 


Small Arms 


12-16-20-410 


Cuan. . Z ie. . ge. D> 
Shot Gun Cases—No. 150 & 


ESTABLISHED 1843 


Decoys 
Hunting Clothing 
Gun Cases 


Ammunition 
Gun Sundries 


PY _SHABLELGHS 
King Hitro 


Single and Double Guns 


No. KN No. 45 
12-16-20-410 
Gauge 


Sport Axe—No. DE315 
N 


Shell and Game Bags No. 75 
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Our Fall 


Sporting Goods Stock 


= 
} is Complete 
? 


SHAPLEIGHS 
z ; | To S h Ow y ou 








a 








Ask Our Salesman 





Our Complete Line 

















Shapleigh National Series No. 1679 


_d 


HARDWARE AGE 








